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ian Write For Our Latest Price 
We Pay the Freight 





W.W.BABCOCK ¢ CO, BATH, NY. 
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Does your silverware 
make entertaining easier? 


HARDWARE 


The Osgoods are elected 


There isn't anything formal about it, 
but it means that the group of six or so 
that lead in all things social at Westfield 
have accepted them unqualifiedly. Mrs. 
Osgood enjoys the people immensely— 
and the dinners they give each other from 


time to time. But her pleasure is not 
without its anxious moments, as she 
plans the dinner she is soon to give for 
this “‘inner circle.’ ‘“I‘welve people are 
more than she has ever entertained. Let's 
see, what silverware will she need? More 
than mere half-dozens of things! And 
she lacks bouillon spoons and individual 
salad forks altogether. 





4 Heraldic Coffee Set 


O doubt you, too, have been entertained thoughtfully and 
frequently. And then, in planning the dinners you would 


give, have found that your silverware was not sufficient. 


But, in your disappointment, probably you did not realize how 












easily and reasonably you can make your silverware equal to the 
occasion. In 1847 Rogers Bros. Silverplate—loved by the fas- 
tidious for nearly a century—you can well afford to add the half- 
dozens or dozens of necessary pieces. 


Buy the niceties of the table—in quantities as small as you desire 
—salad forks, orange spoons, ice cream forks or serving pieces. 
Add to them as the occasion demands. This you will find entirely 
feasible. ‘The leading dealers everywhere always have in stock the 
newer patterns of 


1847 ROGERS BROS. 


SILVERPLATE 


May we send you a copy of 
our booklet, , ‘Etiquette, 
Entertaining and Good Sense,” 
with authoritative table settings 
made in the Good Housekeeping 
Studio of Furnishings and 
Decorations? You will find it 
full of suggestions for successful 
entertaining. Write for it to-day. 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 





One of the advertisements in the 1924 series that will om 
Tr 


purchasers. This particular advertisement appears in Fe 
other leading publications. 
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Individual 
Salad Fork 















you to Sell to the Growing Circle of silverware 
uary Ladies’ Home Journal, in colors, and in 
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A Hammer 
Criterion! 


V&B Vanadium Hammers have 
long been the criterion of com- 
parison! 


Made from special V & B formula 
vanadium steel, (4) handled with 
the finest hand-shaved second 
growth white hickory, and (5) 
inspected and approved by the 
Underwriters’ Laboratories, they 
are uniquely superior. The (2) 
patented Vaughan’s- Expansion 
Wedge firmly /ocks the handle 
tight—and is absolutely positive 
insurance of a tight head at all 
times. The octagon neck, (1) and 
round-faced pattern is neat and 
practical, and the special non-slip 
claw firmly grips either a brad or 
a spike. The wax hole (6) is a 
feature especially appreciated by 
those who work with hard wood. 


The special*shaped handle and 
head of the tool gives a hammer 
of minimum vibration and nice 
balance—has created a steadily 
growing demand. Stock them— 
it pays! 


VANADIUM 











CuUHAea 
2li4 Carroll Ave. ~ 


\N & BUSHNELL 
MANUFACTURING COMPANY 


rms of Fine ‘Toots 
+ Chicago, lil. U.S.A. 
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There they are! 


The whole story— 
only three parts 


The G&@Giemt is the utmost in pipe wrench simplicity. 
A handle, an adjustable jaw, an adjusting nut. No 
springs, no rivets, no fastenings of any kind. The parts 
which give way first in most tools aren’t there to give way. 


The three simple parts are high-grade drop forgings, 
heat-treated to a strength which takes a load of 4700 inch 
pounds for the 14” size. ‘Teeth on both sides of jaw give 
it double life. To dismount and reverse thee G&eGiat 
just turn the nut off the adjustable jaw. It can be worked 
either way in corners no ordinary wrench can reach. 








Get the whole story from your jobber. 


| SREENTIELE r - AND DIER \ 


GREENFIELD, ~ MASS., U.S.A. 
Canadian Plant: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 


Screw Plates, Taps, Dies, Reamers, Gages 
OT ID Pipe Tools, Twist Drills, Machine Tools 


ae Grain Fin wis Aut 308s 
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“HERE’S WHY I RECOMMEND 
ATKINS 2rxz? SAWS 
TO MY FELLOW HARDWARE DEALERS” 


HERBERT B. CARY WINNER 
TREASURER OF THE EATON CHASE CO. 
NORWICH, CONN. | 





Messrs. E. C. Atkins & Co. Norwich, Conn. 
Indianapolis, Ind. 
Gentlemen: 





Our sales of Atkins Saws have increased very materially during the past two years. The reason 
for this is that we have advertised the Atkins products extensively in our local and county news- 
papers, and also featured them in our store windows. 


An exhibition of Silver Steel cut-off and rip saws, circular and cross cut saws, hack and buck saws, 
will always attract attention, and there is no better method of effecting a sale than by an attractive 
display. 


A dozen years ago we had some difficulty in selling your saws in our vicinity, as other makes of 
Saws were then more popular, but, today the call is for Atkins. 


Your absolute guarantee and the fine appearance of your saws make an impression on the cus- 
tomer, and when we tell him of the fifty other good points, he buys the saw and tells his friends 
about it. The leading carpenters of our town are using Atkins Saws. 


Yours very truly, 


THE EATON-CHASE CO. 
HERBERT B. CARY, Treasurer. 


CAN YOU USE $10.00? 


We know this is rather a foolish question, but if you knew how easy you could obtain this amount, it would 
not seem quite so foolish. Write us a letter for our contest on the above subject, setting out such features as 
the following: the quality of Atkins Silver Steel Saws, the exclusive features such as the Damaskeen and Mirror 
finish, the Perfection handle, the Taper Grinding, the Guarantee, the straight-forward policies of the company, 
the selling assistance, the advertising, and any other reasons why you would recommend Atkins Saws to your 
fellow hardware dealers. 


You will notice that Mr. Herbert B. Cary of the Eaton Chase Company of Norwich, Connecticut, has given a 
number of good reasons why other dealers should hand:e Atkins Saws. 


Our only requirements are that the letter be written on the stationery of the concern with whom you are con- 
nected, and that they are handling Atkins Saws. 


Address all co ications to Contest Editor, care E. C. Atkins & Company, Indianapolis, Indiana 


A FEW POINTERS ON ATKINS 
“THE FOUR HUNDRED” SAW 








This is our best saw. Master carpenters and builders prefer “The Four Hundred” because it 1s a saw so 
extraordinary in quality and workmanship. Blade is of genuine Silver Steel and is given a perfect temper 
which insures long wearing qualities to the sharp cutting teeth. The above is a regular width skew back saw, 
but it is also made in a ship pattern skew back, a regular pattern straight back and a ship pattern straight back. 
The ship point saws are made in 26 inch lengths only. All are ground tapering 4 gauges, and will therefore 
operate free and easy with very little set. Mirror polish and handle of solid rosewood of the Perfection pattern. 
This saw is, as qur slogan implies, “The Finest on Earth.” 


WARK “ATKINS ALWAYS AWE AD" 
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YALE No. 726 
Pin-tumbler construction. 

YALE NO. 526 Suggested retail price 

pee Be eee Lever-tumbler construc- $2.00 

tion. Suggested retail 

price $1.25 





YALE No. 326 
Warded type construction. 


Suggested retail price 80c 


Hermetic Padlocks 


Rugged, husky,—solid annealed iron one- 
piece cases, discs of hard cold-rolled steel, and 
shackles like anchor-chains! 


Neglect, abuse, disuse and weather— no 
matter! 


The pin-tumbler lock weighs a little over 
34 of a pound the other two a little under. 


Shop doors, barn doors, farm buildings, 
storehouses, cellar doors—no limit to the 
market! 


The Yale & Towne Mfg. Co. 
Stamford,Conn.,U.§.A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 
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Padiocks, Night Latches, Dead Locks, Builders’. Locks and Trim, ; 
Cabinet Locks. Trunk Locks, Door Clasers. Bank Locks. Prison Locks ' 
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HOW IS 
YOUR WRENCH BUSINESS 
PROGRESSING? 


AAS SI ET AI arm 


Are you selling all the Wrenches you believe 
you can—or are you dissatisfied with your 


} volume of sales? If you have an idea that 
you are not getting your full share of the 
Wrench business in your section, it is high 


PT 2 


= 


OR A eer rr ne ee 


time to remedy the fault, for the sake of the 
profits that are slipping through your fingers 
into some other dealer’s pockets. 





A sure way to build up’ your Wrench busi- 
' ness, if it be weak, is to sell Coes Wrenches— 


=< 4 DLT 
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the Wrenches that have been successfully 


made and sold since that faraway date, 1841. | 
: They are the acknowledged leaders of all the 
: Wrenches sold on the American Hardware 
E Market. 
Your Jobber sells Coes Wrenches. 
SALES AGENTS | 


J. C. McCarty & Co., 29 Murray Street, New York 
John H. Graham & Co., 113 Chambers Street, New York 


; Fenwick Freres, 8 Rue de Rocroy, Paris, France 


Coes Wrench Co. 


“In Business Since 1841” 


Worcester Mass. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 


Electro Zinc Coating of uniform 
thickness and enameled with white 
varnish, both being applied after 
weaving, which binds wire toget- 
her and makes a dull gray finish 
throughout. 


Made in even inch widths from 
18 to 48 inches. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge filler 

No. 35 gauge warp 


Also Other Brands 


Cortland Black Enameled 
White Metal Finish Galvo-Black 
Wickwire Bronze Premier 





Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
















































































































































































































































































































































































































































































































































































































































































































































































































































































‘ ‘ 26 eee 
% the OS os a a 
Set Fe ee # Sa 


UES RRE AOR EG S hae 6 i 


. 








4 
* 
Be. 
Cae 
<i 
2 
“a 


Sci Mie a eS pe R ctr ius Ph Sy 
co a eee ra VES at Ris 





January 31, 1924 HARDWARE AGE sate 9 











en a ~ @ - _ ~ 
a SE 2 eS SS SS SF. SE SE: SE SE 6 Se SS OS a a 


ACCO” Tie-Out 
CIBLAJINS 
———, 





tet BA 





mF + fase gs am 
OCA Wim D2 os 
Manuiced SVrte) en == reat 


aa 








© fiery Muy. 








‘ o “- é + 4 ’ 
- SS > SEE. Se > ee ke SS ee een © Maen ae * eee” > eee NN ee ee a 





T’S time to buy 

Tie-Out Chains 
—but stop to con- 
sider values. They 
all look alike, but 
farmers demand 
“ACCO.” Sturdy 
quality, that’s all! 
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ORDER THESE NOW! 











~ AMERICAN CHAIN COMPANY 


INCORPORATED 






BRIDGEPORT, CONN. 


In Canada: DOMINION CHAIN COMPANY, Limited 
NIAGARA FALLS, ONT. 


Boston Chicago New York Philadelphia Pittsburgh San Francisco 





Largest Manufacturers of Welded and Weldless Chains and Makers of the Famous 
WEED Accessories 
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U.S. 


. Poultry 
~ Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
4 joint, which makes the fence stiff and rigid, yet elastic, 

Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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No. 34 
Chatillon “R 
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BALANCE N°2 
Rew rom. | 











No. 30 Straight 
Spring Balance 





CHATILLON 
SCALES 


and have 
satisfied 
customers 


A scale is either accurate 
or it is not. There is no 
half way. Anda scale that 


scale at all. 


. Bear these facts in mind when you order 


your next lot of scales. If you would 
keep the good will of your customers, you 
must sell reliable scales, and the best way to 
be sure of the accuracy of scales is to buy 
them from a house known for the manufac- 
ture of such scales. 


These are the points that induce most hard- 
ware dealers to stock Chatillon Scales. But 
there is another point, fully as important to 
the dealer, that makes the Chatillon Line of 
Scales most attractive, and that is the reason- 
able price at which they can be sold. 


Chatillon Scales are made with various Ca- 
pacities for every standard purpose. 


Buy Chatillon Scales from your jobber. 


JOHN CHATILLON & SONS 


ESTABLISHED 1835 
85-99 Cliff Street, New York City, N. Y. 


Hardware Dealers—Sell 





No. 4206-E 


Circular Spring Balance 





No. 160 Iron Clad 
Ice Balance 
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HIS FOX has come to the 

wrong chicken coop. Here 
Clinton Brand Poultry Netting is 
responSible for the safety of the 
flock and as usual does its work 
well. 
Clinton Netting keeps strong and 
shapely winter and summer, giving 
protection and wear that satisfies 
the user. 


The dealer’s reputation is woven 
into the wire he sells and years of 
enduring satisfaction have proven 
Clinton Brand a good name with 
which to be associated. , 


American Wire Fabrics Corporation 


Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second St., New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia San Francisco Los Angeles 
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You Cannot Afford 
to Be Without 
UNION Frames 


UNION HARDWARE 


Torrington, Conn., U. S. A. 
New York Office: 151 Chambers St. 


SIXTIETH ANNIVERSARY 1924 


HACK SAW FRAMES 










UNION No. 50 
Always the Leader— 
Quickly Adjusted— 
Well: Balanced— 
Holds Its 


Stocks Are Adjustment— 


Getting Low— 


Manufactured by 


COMPANY 


No. 50 
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Profits Come To You Three Ways’ | 
When You Sell 


The New Improved <g> 
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SAFETY RAZOR 


First Profit: on the sale of the razor itselfi—the New 
Improved Gillette—the razor with the Three Points of 
Superiority. 








Second Profit: on the continuous, every-day sale of blades 
to the 20,000,000 Gillette users; an army increased by 
new recruits every day. 


Third Profit: through the good-will built up for your store 
by the sheer perfection of Gillette daily shaving service. 


And it’s so easy to get these three profits. The line is = 
heavily advertised—so all you have to do is to tell the 
customer about the Three Reasons for the Perfect Shave. i 


Send for a copy of “‘Three Reasons.”’ 
It will be of immediate sales help. 


GILLETTE SAFETY RAZOR CO. F 
BOSTON, U. S. A. : 















Traveller, Big Fellow, Richwood, New 
Standard, Tuckaway, Aristocrat, Boston- 
ian, Chippendale, Chesterfield, Milady 
Décolleté — each of these numbers 
should be in your stock. Each of them 
means increased sales of Gillette Blades, 
plus two other profits. 
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“Everyone --- reads Hardware Age” 


re aes: 
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\ ‘The JOHN S. KING COMPANY 


Advertising 
CLEVELAN D 


June 25, 1923 


Sorell caeencareapen 97> pr 2-2 seine senegnegsnoocte lan aes 


a Mr. George H. Griffiths, Gen'l. Mgr., 
< Hardware Age, 

239 West Thirty-Ninth St., 

New York City, N. Y. 


Dear Mr. Griffiths: 
A few days ago a client of ours held a meeting of his sales- 


men and a little incident took place that I think is worth 
passing on to you, ‘ 


am. 2d Ame 


The hardware field was under review and we were discussing 
publications with the sales force. 





: The question came up whether 
: a certain publication covered 
a particular territory. One 
of the salesmen ejaculated 
thus: "Gosh! I never even 
& gee - - - - publication in 
a my trips around the field, 
4 neither do I see such and 
: such magazine. Every one 

i in my territory reads 
F Hardware Age, I think it's 
: our best bett" 
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Divadi Sandie tailings av hdingth dihiibn enern ollie 


Mr. Garvey, our Copy Chief, quietly remarked that George 









































: Griffiths owed this fellow a Cofona Corona! 
When next you are in Cleveland I'll give you the details. | 
e With kind regards, we are 
f | ta 
[ MPANY , | 
JSK:E sid f 

. : 
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A Quality Product 
At a Staple Price 


E can and do put better materials and 

workmanship into “‘Ruff-Stuff’’ at no 
greater cost to you, because of our marked 
advantages in manufacture. 
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i 
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We own our own quarries. We quarry, 
crush, grind, refine and screen the quartz in 
our own modern plants. The grits go to our 
own sandpaper mill where they are firmly 
fixed to tough, pliable, long-fibre, Wausau- 
made paper. 


The best hide glue is used both for bed- 


ding and sizing. 





Skilled workmen, using up-to-date equip- ; 
ment, convert these excellent materials into a 
sandpaper of- marked merit. 





This good sandpaper is clearly printed on 
the back of each sheet with grit number and 
compressed under great pressure in pack- 
ages that hold the sheets flat. 


Our products and our service give maxi- 
Baled between heavy mum satisfaction to jobbers, dealers and 


boards, under great pres- 
sure, and tied with FOUR users. 


Tie to “KReakt- Stak” 


for a quick turnover, a fine profit and the 
smiling good-will of every buyer. 









Order from your Jobber 





He carries a complete line of sizes and grits Q 
or can get them over night from his nearest | = 
Wausau Branch Warehouse. 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, WIS., U. S. A. 


BRANCH HOUSES Pacific and Mountain States 
Wausau Abrasives Co. Sprake Sales Co., Inc. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portland Denver Py, 
New York Los Angeles 
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Welcome the National Salesman — 
he might have some ideas that 
will increase your business 


The National salesman, selling as he does to big and little 
dealers, naturally learns of a good many ideas that bring in 
business. Many of these ideas can be applied advantageously 
to your business. Ask him about a few tips. He always has a 
few up his sleeve. 3 


He has business-building plans and sells a mighty good line of 
high quality Builder’s Hardware; in short, the National Sales- 
man who calls on you is the kind with whom you like to deal. 
Welcome him when next he calls. 


NATIONAL MANUFACTURING CO. 


Illinois 


Natienal 


HOLE TO ADJUST HANGER 
AND OIL BEARINGS 


Sterling 
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No. 88 Adjustable Storm-Proof Door Hanger 





Take a good look at the construction of 
this National Hanger. Notice its rugged, 
compact appearance. See how closely 
the door comes to the rail and how well 
all working parts are protected by the 
ample hood. 


The tandem wheels run smoothly and 


easily upon their anti-friction-steel roller 


bearings. Axles and rivets are sher- 
ardized (rust-proofed). The flexible 


feature allows the door to swing free 
when anything bumps against it. 


No. 88 Adjustable Storm-Proof Door 
Hanger is as nearly perfect as any can 
be. Considering its quality, its price is 
exceptionally reasonable. This is ex- 
plained by our direct method of distribu- 
tion, which entirely eliminates the third- 


party-pr ofit. 
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ONE 


ANY merchants at the time of taking stock, or im- 

mediately after, make an inventory of their business 

experience. This is, of course, quite natural and 
often results in new ideas, constructive changes and business 
growth. 

A. L. Kitchell, Morrisonville, Ill, for instance, is a hard- 
ware dealer in a town of 1200 persons who depend entirely 
on incomes derived from agriculture. Mr. Kitchell recently 
told a HARDWARE AGE reporter that he had learned a 
great deal during 1923 which will be of service to him this 
year. 

Last year he sold 12 malleable ranges of one type; 6 
of another; 15 heating stoves and 16 oil stoves. It required 
hard work and several special demonstrations to conclude 
all of those sales. But they were all for cash and they 
netted him more than $3,000 worth of additional business, 
besides information about human nature that will be in- 
valuable to him for the rest of his business life. This is a 
good record for a small town where there are two other 
hardware stores and where farm conditions were not up to 
standard because of unfavorable weather conditions. 

Now as you look back over the past year, what did you 
do that increased your capital of experience? What new 
idea did you try out successfully? What did you learn of 
importance? Jot these three things down on a postal card 
and mail it to HARDWARE AGE. There are thousands of 
retailers who would like to know about your experience. No 
one will think it egotism, because the fellow who broke 
records last year helped the hardware business. And he 
can help it still more by sharing his experiences with others. 
Let’s have yours! 


TWO 


HEN inventory time is over and the figures are sur- 

veyed with either satisfaction or regret, the policy 

for the new year is the principal thing to be decided. 
Every ship and every business enterprise must be run by 
some chart or map, some policy or system. 

The desired port or destination to be reached by Jan. 1, 
1925 must be attained by some definite course. The log of 
the ship—your inventory and your balance sheet—will show 
whether your navigation has been true or faulty. Your 
crew must have confidence in their helmsman, if your stocks 
are to turn with steady consistency. 

The Richmond Hardware Co., Clarksville, Tex., is going 
to follow a course during the next twelve months that will 
enable it to take advantage of all the trade winds. The 
navigator, W. S. Richmond, gives his course as follows: 

“Money is made in the turnover of stock and capital. 
We do not confine ourselves to waiting for the holidays. 
We put just as much stress on each department the year 
through as the average merchant does through the holidays. 
We work just as hard all year to make our windows attrac- 
tive as at Christmas time and always keep our ads in the 


¥ 

















papers in harmony with our windows. We feature certain 
lines to take care of special events during the year, and 
make attractive displays at special prices of the odds and 
ends to keep our stock investment down.” 

What kind of a course will you follow? 


THREE 


UT a blackboard outside your store or just inside the 
door. Then arrange to offer some article in your store 
as a special every day. 

Paint in white letters across the top of your blackboard 
these two words: “Today’s Special.” 

Beneath that write in chalk the name or names of some 
article or an assortment of items which you are offering and 
the price or prices at which they are being offered. 

The men and women who pass your store will get in the 
habit of looking at your blackboard to see what you have 
to offer as a special. 

Whenever you have a new stock of goods delivered an- 
nounce it on your blackboard. 

Whenever there is a price change on any line announce 
it on your blackboard. 

» Whenever you attempt anything new announce it on your 
blackboard. 

In this way you will be able to inform many persons who 
seldom look at newspaper ads about your business. But if 
you can couple your blackboard up with newspaper adver- 
tising so much the better for your business. 

Try it out and see how it works and drop us a postal 
about it, 


FOUR 


NVENTORY every year in most hardware stores brings 
out several articles that show symptoms of developing 
into dead stock. Besides these articles every hardware 

store has a large number of small items in stock that are 
seldom properly displayed, principally because they are small 
and because they are low in price. 

One of the most practical ways of disposing of dead 
stock and handling the numerous small articles that must be 
moved if they are to be prevented from becoming dead stock 
is to have a table somewhere in your store devoted to the 
display of these items. 

The Service Hardware Co., of Lakewood, Ohio, has a table 
of this kind, and disposes of $75 to $100 worth of small 
articles every week. One of the features in connection with 
the Service Hardware Co.’s table is that it prices articles 
on its table at 9 cents, 10 cents, 15 cents, 23 cents, and 
25 cents each. 

This firm has built its table around one of the pillars in 
its store, thus utilizing waste space. The table has been 
so profitable that it has also constructed circular shelves 
above it, supported by the pillar so as to display a larger 
variety of items. 
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“The Window “(Route bo Greater 


average law-abiding citizen could accumulate a 

cash surplus was to equip the members of his 
family with blinders so they couldn’t rubber at the 
show windows. Dad’s philosophy may not have been 
exactly sound, but it certainly struck a true note in 
its inference concerning the advertising value of a 
well-trimmed show window. 

But the show window isn’t merely an advertiser. 
It’s the greatest sales ally the retail salesman has at 
his command. It is the one means of bringing the 
passing public face to face with the goods he wants to 
sell. Also it is the one medium which can “talk” to 
the customer outside the store, and drum up sales with- 
out creating that intangible barrier that always rises 
between an actual seller and a prospective buyer. 

The show window helps each salesman in the store 
personally, in at least six different ways: 


1. It attracts the customer’s favorable attention to 
the store. 

2. It breaks down his sales resistance. 

8. It shows him the merchandise in an attractive 
manner. 


4. It rouses his interest in the goods displayed. 
5. It creates in him a desire for ownership. 
6. It brings him into the store. 


In short, it does practically everything in connection 
with selling of the goods shown except a demonstra- 
tion of the merchandise and the actual closing of the 
sale. 

This means more customers served in a given time, 
easier selling, less expense per sale, greater net profit 
and increased earning power for the salesman. 

Viewed in this light, it is plainly to the advantage 
of every retail salesman to see that the store windows 
are kept on the job every day of the year, and that 


1)’ FOX used to say that the only way the 
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they are made to do the things which they can do to 
help him sell hardware. 

The clerk is also vitally interested in another prob- 
lem connected with the show window—perhaps he 
doesn’t realize it, but the show window is either a 
matter of profit or one of expense to the store. It 
has an actual rental value higher in proportion than 
any space of equal size in the store. According to 
those who have carefully figured out its possible earn- 
ing power, it owes a rental of from 15 per cent to 20 
per cent of that charged for the entire sales floor. 
Naturally, it is up to every clerk in the store, as well 
as to the “boss,” to see that it pays its rent. If it 
does not, the amount due must be paid out of the 
margin which would otherwise add to the merchant’s 
profit and to the clerks’ salaries. The rental is a fixed 
charge, and if the window does not pay it somebody 
else must. 

Here are a few questions to ask yourself about the 
store windows: 

Are they paying? Have we a definite display 
schedule? Are the windows trimmed at least once a 
week? Do they show the proper merchandise at the 
proper time? Do the displays tie up with the adver- 
tising? Do they carry show-cards and price tickets? 
Are the windows the right size? Are they properly 
lighted? Can a customer tell immediately from the 
windows the things he should know about the goods 
shown? Do the displays possess the power to sell as 
well as to attract? 

Getting the correct answers to these questions and 
acting accordingly will have much to do with your sales 
total during the coming year. 
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HE hard- 

ware store of 
Donaldson & 
Hall, Northfield, 
Minn., the town 
that proved to 
be Jesse James’ 
Waterloo. 


HH 
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HIS store oc- 

cupies quar- 
ters which were 
formerly a part 
of the bank that 
the James gang 
attempted to 
rob. 


PTE ean 


Jesse James and Hardware 


HERE is a popular saying 

these days that “In the old days 

Jesse James rode a horse, but 
the profiteers extract their toll nowa- 
days in a much more painless 
fashion.” The hardware stores of 
this country had much to do with 
refuting the statement that retailers 
were  profiteers. Their records 
showed they were just the opposite. 
Few people, however, realize that the 
real Jesse James started on the 
toboggan when he tried to rob a 
bank in the same building with a 
hardware store. 

The accompanying illustration 
shows the hardware store, which is at 
Northfield, Minn., and which is now 
owned by Donaldson & Hall. At the 
time of the robbery in 1876, a man 
by the name of Hitchcock ran the 


hardware business. His location was 
in the room now occupied by the 
post office and is just next door to 
the present store. The bank faced a 
side street, but was just behind this 
building. In fact, the old bank 
quarters form the L of the present 
Donaldson & Hall store. 

History says that in 1876 Jesse 
James and Cole Younger, with a 
band of about fifteen others, rode 
up to the bank and demanded of 
J. L. Heywood, the assistant cashier 
of the bank, that he open up the safe. 
Mr. Heywood refused and was shot. 
The citizens of Northfield were 
aroused, and led by the sheriff and 
a Captain Murphy of the National 
Guard battled the robbers in the 
streets of Northfield. They killed 
three and captured all but two 


others. Those two were Jesse 
James and his brother, Frank James. 
No doubt the hardware dealer, 
Hitchcock, participated in the fight. 
The Younger boys, James, Cole and 
Bob, were sentenced to the peniten- 
tiary and two of them died there. 
Cole Younger was finally pardoned. 

Jesse James, as you no doubt re- 
member, met his fate at the hands 
of one of his own gang, a man by 
the name of Ford, who shot him in 
order to claim the reward which 
was offered for him, dead or alive. 

The citizens of Northfield have 
erected a bronze tablet to J. L. Hey- 
wood, the cashier who lost his life. 
It has been placed in the masonry 
of the old bank building, which is 
now a side street entrance to Donald- 
son & Hall’s hardware store. 
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r. Atkinson— 





W. H. Loewe, Warren County 
Hardware Co., Bowling Green, Ky. 
—Conventions pay if attended. 
There is much chaff and a few 
grains, but these few grains are 
usually rich enough to pay for all 
the trouble. What is chaff to one 
man is wheat to another. Conven- 
tions establish friendliness and co- 
operation between jobber and dealer. 


Arthur A. Lawson, C. K. Lawson 
Hardware Co., Hastings, Neb.—Mr. 
Atkinson asks, “Do Hardware Con- 
ventions Pay?” Would say it de- 
pends upon the convention, and con- 
ventions are made by the dealers. 
If active interest is shown, good 
merchandise displays made by the 
factories and jobbers, if live speak- 
ers are chosen who know the game, 
and if the dealers show a responsive 
interest which brings out the best a 
speaker has, there is no reason why 
a convention will not pay the deal- 
ers. If dealers refuse to take an 
active part, do not ask questions 
that they want answered, or if the 
speakers are not of the right kind 
who can arouse this interest, the 
answer is no, and the reason, lack 
of cooperation. 


G. F. Sheely, secretary Indiana 
Retail Hardware Association.—If a 
convention is built along construc- 
tive and good business lines, it is 
bound to attract the attention as 
well as the attendance of the mer- 
chants. In the hardware associa- 
tions it seems to me the hardware 
merchants are coming more and 
more to appreciate the real value 
and benefit of meeting together an- 
nually to discuss, pro and con, their 
business problems. 


Emil E. Schaefer, Senger & Heller 
Hardware Co., Portage, Wis.—Hard- 
ware conventions ‘are very good for 
learning the different lines’ of hard- 
ware and also to get new ideas. 


W. R. Sloan, Logan, Utah.—‘“In 
the multitude of council there is 
wisdom.” 

We are living in a convention age. 
The sending of our Boy Scouts to 
Europe two years ago and twenty- 
seven different nations of boys meet- 
ing under one flag. The Rotary, 
Kewanis, all Inter-National, and nu- 
merous other business and educa- 
tional organizations will some day 
be a factor in solving the peace of 
the world. 


Walter Harlan, secretary South- 
eastern Retail Hardware and Imple- 
ment Association—There are so 
many reasons why hardware con- 
ventions pay, it is impossible to enu- 
merate them all. 

They are educational and inspira- 
tional because of the addresses of 
experienced men. The many vital 
questions discussed through the 
question box are educational fea- 
tures. The meeting of old friends 
and the making of new ones. Deal- 
ers meeting each other on the out- 
side of the convention hall and 
going into the intricate details of 
their business that they don’t talk 
on the convention floor. It gets the 
dealer out of the old rut. Any deal- 
er attending the convention sessions, 
taking an active part in tle conven- 
tion program, taking part in the 
entertainment, making a close study 
and analysis of the exhibits, meet- 
ing and discussing with the dealers 
on the outside his business problems 
will go home a bigger and better 
merchant, prepared to make more 
money in a easier way. He who at- 
tends conventions improves himself 
from a business standpoint the same 
as a student attending college, be- 
cause the convention and exhibit 1s 
a school of business education. 

To those that come to the conven- 
tion, but don’t attend the convention 
sessions, don’t take time to make a 
careful 'study of the exhibits, take 
no part in the entertainment, don’t 
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serve on any of the convention com- 
mittees naturally get nothing out of 
it. It is like the true slogan, “You 
take out only as you put in.” 


Thomas W. Dixon, secretary of 
the Hardware Association of the 
Carolinas.—“De Hardware Conven- 
tions Pay?” I think there could be 
only one answer to this question. 
Most assuredly, yes! From a social 
and educational point of view, in my 
opinion, they are, or can be made, 
of special value. It is much to be 
regretted that attendance on con- 
ventions is neglected by so many 
dealers. 

I really think a better question 
would be, How can we increase at- 
tendance on conventions? We find 
that the men who attend our con- 
ventions make better association 
members than the fellow who stays 
at home. 


Paul Allen, Kirk & Alen, James- 
town, N. D.—Conventions pay in 
new ideas one gets in conferring 
with people who are in the same line 
of business. I think the better class 
of merchants are those who attend 
conventions regularly, and one can- 
not mix with them without being 
benefited. 


Mohr-Jones Hdw. Co., Racine, 
Wis.—Conventions give the dealer 
a chance to meet the distributor as 
well as the manufacturer of the 
goods he sells. They make for bet- 
ter acquaintance, which serves very 
materially in the functioning of 
business. 


Jonesboro Hdw. Co., Jonesboro, 
Ark.—I think if our retail conven- 
tions were well attended by our lo- 
cal dealers, also by jobbers and man- 
ufacturers, we would become better 
acquainted, understand each other 
better and such meetings would 
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Replies to His Letter Published Jan. 10 
Asking for Opinions from Hardware 
Age Readers on His Question— 

“Do Conventions Pay?” 





finally result in much benefit to all 
concerned. 


W. G. Greenwood, Samuel Hill 
Hardware Co., Prescott, Ariz.—Con- 
ventions pay if every one could be 
satisfied with his entertainment ana 
give more real constructive thought, 
less consideration to the subject of 
bootleg and more to the subject of 
the difference between the adver- 
tised retail price of hardware, what 
the dealer is required to pay the 
manufacturer, plus the cost of trans- 
portation. 


Cleveland-Matthews Hdw. Co., 
Pine Bluff, Ark.—It depends on 
what one puts into a convention as 
to what he will get out of it. 


M. C. Hale, Hale Hdw. Co., Tulsa, 
Okla.— Conventions are clearing 
houses of ideas. Men in the same 
line of business can learn from each 
other. It helps us all to get out of 
the rut. 


Lomas Hdw. Co., Cresco, Iowa.— 
The hardware convention of today is 
far different than it was twenty-five 
years ago. At that time to many of 
those attending it was just a gather- 
ing of men that would make Vol- 
stead howl with pain, and about the 
only thing a can took back from the 
meeting was a headache. Today 
dealers go to their conventions for 
the purpose of informing themselves 
and making better merchants, and 
when their time is not occupied in 
attending meetings and inspecting 
exhibits, they are mingling with 
their fellow dealers in the hotel 
lobby, discussing the problems that 
every merchant has. Many an idea 
that I have had from other dealers 
at a convention and which I thought 
at the time was practically worth- 
less, I have later used to advantage. 

The hardware convention to a 
hardware dealer is or should be the 


Same as a clinic is to a surgeon, a 
post-graduate course in his profes- 
sion. If he attends these meetings 
with the idea of learning, he cannot 
help but profit, and the man who 
attends just for the sake of a good 
time is usually rather lonesome, for 
the majority of those attending 
hardware conventions today are 
there to get all the good they can 
from the sessions and the contact 
with other dealers. 


Louis J. Heckler, Heckler Broth- 
ers, Pittsburgh.—In reply to R. J. 
Atkinson’s letter, published in your 
issue of Jan. 10, we wish to state 
that in our opinion hardware conven- 
tions and exhibitions are not only 
profitable to the hardware mer- 
chants, but under the present busi- 
ness conditions are an absolute 
necessity. 

We believe the exhibition is the 
most profitable feature of the hard- 
ware convention. During the many 
years of our hardware experience 
we have never missed a single con- 
vention held by out State Associa- 
tion, and in each instance the 
amount of time and money spent 
was paid for out of the actual sav- 
ings effected by the purchases made 
on the hardware exhibition floor. 
New goods are brought to the atten- 
tion of the hardware merchants and 
merchandising and selling ideas are 
secured which are worth many times 
the cost of attending the convention. 


Leon D. Nish, secretary Illinois 
Retail Hardware  Association.— 
Could we have an “experience meet- 
ing” of the beneficiaries from the 
holding of hardware conventions 
and these beneficiaries swap their 
experiences, it would be an interest- 
ing feature very well illustrating 
the growth and advancement in the 
retail hardware trade. I can visual- 
ize now at such meetings men who 
have become prominent factors in 
the association affairs who would 





arise and relate their experiences in 
the minutest detail of how the con- 
ventions had performed a practical 
and particular service to them 
in their merchandising problems. 
Thousands of retail hardware deal- 
ers would rise in such experience 
meeting and bear testimony to the 
advantage of the retail hardware 
convention. 


Evens Hardware Co., Princeton, 
Minn.—My experience has been that 
it is well worth any merchant’s time 
and money to attend them, as they 
keep one in better touch with new 
lines of goods, also the personal con- 
tact you have with other merchants 
in talking over the different prob- 
lems is a great help. The question 
box is also of great benefit. 


Frank Burke Hdw. Co., Wauke- 
gan, Ill—Conventions pay mer- 
chants and sales people who are 
looking for new constructive ideas 
and suggestions and who feel the 
need of greater knowledge in solv- 
ing their retail problems. 

Conventions are becoming more 
and more valudble from an educa- 
tional standpoint. The right kind 
of a man can always get something 
—sometimes a great deal—out of 
these conventions which will benefit 
himself and his business. It is said 
that one-fifth of our knowledge 
comes from books, one-fifth from 
common sense and the other three- 
fifths is knowing men. The conven- 
tions tell you what to look for; your 
common sense tells you when and 
where. But your knowledge of men 
will tell you how to apply what you 
have found, and the application cer- 
tainly is not less than three-fifths 
of the whole. 


R. H. Gambill, Abilene, Tex.—A 
dealer who never attends a State 
hardware convention is losing an 
opportunity to help himself. 
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Louis Hirsig, Wolf, Kulby & Hir- 
sig, Madison, Wis.—We insist that 
the heads of our different depart- 
ments attend. We consider this the 
best investment we make. They 
come home with new ideas which 
mean more sales. 


Thomas B. Howell, secretary Vir- 
ginia Retail Hardware Association. 
—I have ready very carefully letter 
written by Mr. Atkinson, president 
of the New York State Retail Hard- 
ware Association. My personal 
opinion is that if something should 
happen in the hardware associa- 
tions of this country that woula 
eliminate our annual State conven- 
tion, it would mean a very serious 
step backward in organization work 
of all kinds as tends to the progress 
and growth of the hardware busi- 
ness of this country. 

It is on these occasions that we 
men with a common purpose gather 
together, affording each of us an 
opportunity to know each other bet- 
ter and to get from these various 
talks and discussions constructive 
methods whereby we can increase 
and improve our respective busines». 


George M. Gray, vice-president 
National Retail Hardware Associa- 
tion, Coshocton, Ohio. — Whatever 
one’s criticism of hardware conven- 
tions may be, one cannot withhold 
admiration for the open, above 
board business methods used by all 
the most worthy secretaries of the 
State associations in connection 
with the advancement of the retail 
hardware business. The question 
box that is being adopted so univer- 
sally is a great revelation in con- 
ventions by conveying to each other 
facts concerning the problems that 
necessarily come into the experi- 
ence of every business, and through 
the question box each and every one 
have an opportunity to discuss free- 
ly with his co-workers in the same 
craft the weak spots as well as the 
strong ones. 

I cannot emphasize too strongly 
the advantage of exhibits at the 
State conventions. Scores of retail 
hardware men are loud in their 
praise of the opportunities afforded 
in inspecting new lines and becom- 
ing better acquainted with merchan- 
dise needed in the various communi- 
ties that possibly could not have 
been obtained in or through any 
other channel. 


Gustave Schulze, J. F. Schulze & 
Son, Carnegie, Pa.—In reply to your 
request as to whether hardware con- 
ventions pay, my first thought was 
to wish that I was an author, or 
even an editor or write, for there 
are sO many good things one can 
tell that he can receive at our Penn- 
sylvania and Atlantic seaboard con- 
ventions, but those that I have at- 
tended I sure did enjoy and received 
much good. For instance, at the ques- 
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tion box in the morning sessions one 
can give and get great things which 
pertain to the hardware business. 
As to the exhibition, when buying 
goods one does not have to make a 
guess at what the article looks like, 
but can see it demonstrated right 
before his eyes. 


J. R. Raymer, Raymer Hardware 
Co., St. Paul, Minn.—Any group of 
tradesmen’ getting together are 
bound to develop an idea or ideas 
that will be helpful to some part of 
the group. I believe in a limited 
number of them, however. 


T. E. Strong, Strong-Barker 
Hardware Co., Battle Creek, Mich.— 
“Do Hardware Conventions Pay?” 
Why, of course they pay, and the 
best evidence I know of to prove it 
is the fact that 23,000 hardware 
dealers of the United States con- 
tinue year after year to pay their 
dues into the treasuries of the thir- 
ty-four State associations that hold 
State conventions each year. The 
inspiration we get from contact with 
the other fellow keeps us out of the 
rut of indifference and into the 
broad way of progress and prosper- 
ity. The investment is small, but 
the profit is great. 


Lew. Wallace, Monte Vista Hdw. 
Co., Monte Vista, Colo.—There is 
strength in organization and a free 
discussion of subjects that are of 
interest to men engaged in the same 
line of endeavor are always pro- 
ductive of something worth while. 
An opportunity for such discussion 
is afforded all hardware men at the 
annual convention of their associa- 
tion. It is at such meetings that 
we get a new start for the coming 
year, and those dealers who take an 
active part in association work look 
forward to convention time as a 
pleasing and fitting climax to’a hard 
year’s work and are rested in the 
good fellowship that is so prevalenu 
at such times. 


George W. Schroeder, president 
Wisconsin Retail Hardware Associ- 
ation, Eau Claire, Wis.—Replying to 
the question of President R. J. At- 
kinson of the New York Association, 
I am anxious to go on record as vot- 
ing unqualifiedly “yes.” 

The time of individual effort in 
solving problems of common inter- 
est has long been superseded by col- 
lective action on the part of those 
most interested. 

The normal human being is sub- 
ject to environment. We cannot 
avoid its influence, either for good 
or for evil. Many times a conven- 
tion may have little apparent effect 
on the individual. He may feel that 
he is taking little with him, but later 
we find that he is unconsciously 
swayed by a freshened spirit and by 
new ideas and new methods ab- 
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‘sorbed while in contact with other 
dealers. 


T. M. Johnson, Newport, Ark.—A 
convention gives the retailer a 
chance to see what others are doing 
to help build up business. It also 
gives him an opportunity to talk 
over his ideas with other men. 


Paul Jones, Brown & Jones House 
Furnishing Co., Ziegler, Ill.—Hav- 
ing noted your reference to the pos- 
sible benefits of hardware conven- 
tions, we would like to express our 
opinions. 

The writer speaks from the stand- 
point of the beginner in the hard- 
ware “game” and feels that the few 
conventions that he has been able to 
attend have been vastly helpful in 
more ways than could possibly be 
outlined in a letter. 

We are reminded of Bacon’s 
thought, “Conference maketh a 
ready man,” and if a hardware con- 
vention is anything it is a confer- 
ence where every hardware man 
may exchange ideas and problems 
and solutions with the others pres- 
ent to their mutual benefit. 


S. G. Catlett, S. G. Catlett Hard- 
ware Co., Dardanelle, Ark.—I have 
been attending hardware conven- 
tions in Arkansas for years, and 
each time I get some new ideas and 
return home glad that I have gone 
and with a resolute purpose to fur- 
ther the convention in every way 
possible. 


H. L. Jameson, president Oregon 
Retail Hardware and Implement 
Dealers’ Association, McMinnville, 
Ore.—In reference to a letter on the 
editorial page of the HARDWARE AGE 
of Jan. 10 containing the question, 
“Do Hardware Conventions Pay?” 
will say that in my opinion they do 
pay. I have been a regular atten- 
dant of our State hardware conven- 
tions for more than twenty years 
and have yet to attend one that did 
not pay large returns on the time 
and money spent. The value of the 
information obtained through at- 
tendance at the State Association 
meetings cannot be computed in dol- 
lars and cents. In every State hav- 
ing a State association you will find 
the progressive dealers attending 
the meetings, eager to learn any 
new methods which might assist 
them in rendering service to their 
community or better their own con- 
dition. 

The unprogressive, self-satisfied 
and the price-cutting merchants re- 
main at home, ignorant of the bene- 
fits within their reach in the asso- 
ciation. 


A. M. Cox, secretary Texas Hard- 
ware and Implement Association, 
Dallas, Tex.—Hardware conventions 
are bound to make a man a broader 
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: ciation, started something when he sent his letter to HARDWARE AGE ask- | 

ing if conventions are really worth while. Mr. Atkinson’s letter was published 
in the Jan. 10th issue and the response has been larger than even the most op- 
timistic probably expected. 


The majority of those who have sent letters to HARDWARE AGE indorse . 
conventions with an emphasis that is overwhelmingly convincing. Mr. Atkin- 
son of course believes in the practical benefits of conventions. He has spent 
many fruitful years of his life in association work. He has personally bene- ) 
z fited by attending conventions. In a recent conversation with him he said that 
: in writing his letter he was primarily interested in stirring up thought among 

dealers. Lots of men, he said, attend conventions but seldom think about the 
benefits they derive from mingling with other merchants, and from inspecting 
merchandise on display at the exhibits. A sort of mental inventory of the trade 
on conventions is what he wanted. Well, he has it now! 


It is interesting to observe that many of the writers who sent letters on this 
subject stress the importance and value of the question box as a convention fea- 
ture. This is something that every trade association secretary should note with 





interest. It is probably no exaggeration to say that the question box at the hard- 
ware conventions has done more for hardware retailing than any other single 
factor in the history of the hardware associations. 


We wish to express on behalf of Mr. Atkinson and ourselves sincere appreci- 
ation for the attention that has been given to this subject. 
was impossible to publish all of the letters we received. We endeavored to do 
the best we could under the circumstances and used as many letters as possible 
according to the dates they bore. 


We regret that it 
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individual, a better merchant, a- 


more valuable asset to his commu- 
nity, a more influential citizen in his 
town, and, last but not least, a more 
thoughtful man around home. 
Hardware conventions should be 
considered as a business education 
or an institute interspersed with just 
enough entertainment to take the 
lull out of the meeting. Personally 
I am opposed to an exhibit at con- 
ventions. It is impossible, and I 
speak from experience, to educate 
the dealer and keep him enthused 
and grind out a business program 
when you have other attractions 
which hold and keep him out of the 
convention room. The Texas Asso- 
ciation abolished the exhibit fea- 
ture some seven years ago, and we 
have never been sorry. We always 
cordially invite. I wish I could get 
Atkinson down to Texas one year. 


Tom N. Witten, Witten Hardware 
Co., Trenton, Mo.—What I am, out- 
side of what I receive from my own 
fireside, I owe more to attending 
dealers’ conventions than any other 
one phase of my life. 

Any man who will attend the con- 


ventions of his association and put . 


a little of himself into those con- 
ventions, cannot help but be a bigger 


and better man and a bigger and 
better dealer. 

When men of certain lines of 
business sit together and think to- 
gether in an intelligent and con- 
structive way, they cannot help but 
be better business men and better 
citizens in the nation of which they 
are a part. 


George A. Fiel, secretary New 
England Hardware Dealers’ Asso- 
ciation, Boston, Mass.—New En- 
gland has found the best way to 
make them pay to be the devoting 
of the majority of the hardware con- 
vention sessions to question box dis- 
cussions. 

Ten hours were devoted last year 
and it has been voted unanimously 
to repeat the ten-hour performance 
this year, with the amendment that 
the last two hours, which occur on 
the holiday, Friday, Feb. 22, shall 
be devoted to questions which are 
interesting to hardware clerks. 

The best evidence that conven- 
tions pay is to visit the stores of 
members who attend those conven- 
tions and see the change in appear- 
ance made in the arrangements of 
their stores. The modern store, as 
talked by the National Association 
through our field service men, is in 


evidence in many places throughout 
New England, and in most cases 
these are accompanied by increased 
sales. 

Another evidence will be when the 
Mellon tax reduction plan has bee: 
adopted by Congress that the re- 
tafl hardware dealer will be able to 
show a better profit than 2.64 per 
cent. 


G. H. Read & Bro., Bloomington, 
Ill.—A convention once a year is a 
very good idea. We would regret 
to see them discontinued. 


Nicholas Hdw. Co., Oak Park, II. 
—Our general experience has been 
that conventions are profitable. 


Leonard Ice, Ice Hardware Co., 
New Castle, Ind.—We have always 
found them of benefit because the 
lectures are always instructive, and 
you learn things that you never 
thought of before. Exchanging 
views always gives one good point- 
ers. 


Hanson Hdw. Co., Rochester, 


-Minn.—Anyone attending conven- 


tions can meet with other dealers 
and exchange ideas and examine 
new lines of goods to advantage. 
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“I would gaze at my surroundings” 


special salesmen, I must write about J. E. Smith. 

Mr. Smith was first trained in the hardware 
business by the Wyeth Hardware & Manufacturing 
Company of St. Joseph, Mo. It is surprising how many 
good men in the hardware line were trained by this 
house. I do not know whether it was because they 
were good teachers or whether the salesmen had to 
teach themselves and therefore “learned” better be- 
cause the job was so difficult. Then St. Joseph is a 
small town and I have always noticed that men who 
come from the small towns have the agricultural habit 
of rising early in the morning. I have always been 
very partial to young men trained in small places and 
I have always thought it was a great handicap for a 
young man to be trained in a large city. Some day I 
am going to give a good deal of thought to the reasons 
why young men from small places are usually so much 
better business men than young men from great cities. 
There are reasons for all things. Some day I propose 
to write an essay on this subject. I have really not 
given the matter very much thought but I am inclined 
to think that early rising, simple living and learning 
the value of a dollar and how hard it is to get one, 
young in life has a good deal to do with the problem. 
As I look back upon those days, it strikes me that 
all of these heads of departments of the Simmons 
Hardware Company were very hard workers. They 
seemed to do the work themselves. It was not the 
fashion then, as it is now, to delegate all the detail 


\ N / HILE I am writing about department men and 
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By Saunders Norvell 
Chapter IV (Continued) 


—Colorado 


work to some subordinate. Possibly it was this close 
attention to the details of their work that led to these 
managers being exceedingly well posted on everything 
that had any connection with the lines of goods they 
bought and the selling of these goods. 

All of these buyers had regular salesmen’s classes, 
but I believe that J. E. Smith was one of the best 
teachers of all these managers. His lectures on the 
selling points of his goods were always very clear and 
practical. He told us why our goods were better than 
other lines and his point of view was always that of 
selling and profit-making on the part of the retail 
merchant. 

Mr. Smith also bought baby carriages or perambu- 
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“The parlor of a successful man in the West” 
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lators, as they are sometimes called. He had a 
wonderful line in a separate catalog, all in colors. It 
was a simple matter to drop into a furniture dealer’s 
and sell him from six to fifty baby carriages. There 
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“My sample room took on all the colors of a flower-garden” 


was a very good profit in the goods and a nice line 
of orders for baby carriages from one’s territory 
helped the settlement at the end of the year consider- 
ably. 

In those days almost every furniture dealer in the 
smaller towns carried baby. carriages and he was also 
usually the local undertaker. It was a very common 
experience to interrupt your customer and try to sell 
him a line of baby carriages while he was busily en- 
gaged in the back part of his furniture palace trimming 
the upper part of a coffin. The lower part on the inside 
was usually efficiently and economically left bare! 

Then, of course, we did not forget to sell him coffin 
handles and coffin plates, not to mention wire brads, 
tacks, bed casters, picture nails and a whole line of 
goods used by furniture dealers and undertakers. This 
business was in a sense a sort of side line, but it all 
helped in the general return. 


A Gruesome Experience 


On one occasion I had rather a gruesome experience 
at Lindsburg, Kan. This is a Swede settlement. I 
called on my customer, Mr. Anderson, with my baby 
carriage catalog. As usual, I found him at work upon 
a coffin supported by two wooden horses. He needed 
some carriages and as there was no other good place 
handy to take down the order, I placed my order book 
on the top of the coffin and he turned the pages of my 
catalog, ordering the goods. He gave me a very nice 
order, but when he had finished, with a chuckle, he 
pulled down the lid of the coffin and I found I had 
been selling baby carriages just over the face of a 
very charming young lady. It seems she had had an 
unfortunate love affair and had taken a dose of car- 
bolic acid the day before—but it’s all in the day’s work, 
whether it be baby carriages or caskets! 

J. E. Smith had been for many years a successful 
salesman himself. He had traveled in Missouri and 
Nebraska. His friends called him: “Woody.” He 
had very pleasant manners and was exceedingly pop- 
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ular with our salesmen. He bought not only lamps, but 
refrigerators, ice cream freezers and other house- 
furnishing goods. Mr. Smith was a great believer in 
special catalogs for each particular line of goods. He 
was a very hard worker and at that time when the 
art of producing catalogs had not developed to its 
present stage, he worked early and late on these cata- 
logs. He had them profusely illustrated in colors. 
Mr. Smith attended personally to the production of 
these books and as a young salesman I often wondered 
at the great care and attention he devoted to details. 
It was a great pleasure to sell goods from one of 
his catalogs for the simple reason that almost every 
question the buyer might ask seemed to be anticipated 
in the reading matter in these catalogs. 


“The Lamp Era” 


Anyhow, J. E. Smith, C. N. Markle, “Billy” Osborn 
and a whole string of other good hardware salesmen 
came to us from the Wyeth Hardware & Manufactur- 
ing Company. Now Mr. Smith at this time was in 
charge of our housefurnishing goods department. This 
was before the days of the electric light. Oil lamps 
were in common use where there was no gas. This 
means in all the small cities and towns. The Simmons 
Hardware Company started in the lamp business with 
the Rochester lamp. This was the lamp that had a 
circular wick and a round hole up through the center 
of the lamp. This was the best lamp for lighting up 
to that time. The Rochester lamp was especially good 
for store and factory use. The Simmons Hardware 
Company had the agency for this lamp, I believe, for 
the whole United States. 

We were trained as lamp salesmen ‘and with enthus- 
iasm I carried samples of the Rochester lamp all over 
my territory and sold a lot of them. From the Roches- 





— ‘like Jove with his thunderbolts” 


ter lamp we drifted into other lamps. We had a 


magnificent assortment. Solomon in all his glory 


did not exceed the Oriental splendor of this line of 
lamps. We had lamp shades of every form and design. 
They were of every color and of every decoration. 


_ Around the edges of the lamp hung lace and beads 


and all kinds of fringes. We had prisms, but the 


(Continued on page 54) 
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Should Goods in the Window 
Be Price ‘Tagged » 


V 1 1—Conclusion 


Editor’s Note: With this issue we conclude the series of letters from hardware 
retailers, that have appeared during the past six weeks in Hardware Age, on the ques- 


tion of price tagging goods in the store window. 


In closing this series we wish to 


express our appreciation to all who have contributed to it, and to add that the con- 
tributors themselves have made this one of the most constructive discussions ever car- 
ried on by merchants through the medium of the trade press. 


Those who believe that goods should be price tagged in the store window seem to 


have a substantial majority. 


tributed to this series favor using price tags in the window. J 
not approve of the practice, and twelve per cent have been non-commital in their 


answers, deeming the practice to be one necessarily qualified by time, place and circum- 
stance, or one to be reserved for special occasions only. 


These results are significant. 


Sixty-seven per cent of the merchants who have con- 
Twenty-one per cent do 


They represent the deliberate opinions of expe- 


rienced merchants expressed in writing, and show definitely an important tendency of 


modern merchandising. 


WE are thoroughly in favor of 
price tagging goods in the store 
windows. 
Johnson Hdw. Co., 
Burwell, Neb. 





BELIEVE it is best in the long 
run to price tag goods in the win- 
dow. It is what people are inter- 
ested in. 
Ellen M. Lally, 
Hammond, Ore. 





WE tag only special bargains such 
as ninety-eight cent sales and 
similar things. 
Combel Hdw. Co., 
Biloxi, Miss. 





p RICE tagging goods in the store 
windows is a good thing for 
trade. It is probably better though 
in cities than it is in small towns. 
Northwestern Hdw. Co., 
Cordova, Alaska. 





WE have always found it an excel- 
lent idea to price tag all nation- 
ally advertised goods in the window. 
We believe in tieing up with adver- 
tising. Some items, however, are 
better unpriced in the window, such 
things, for instance, that have to be 
demonstrated or sold by persuasion. 
J. Frank Campbell, 
Anacostia, D. C. 





WN DOW tagging is nothing more 
than psychology of suggestion, 
which is the most powerful influence 
in successful selling. A larger por- 
tion of consumers have a greater 
grasp of this interesting phase of 
salesmanship than we dealers real- 
ize. By tagging the price on articles 


placed in the window we gain the 
confidence of the prospective buyer. 
Baldwin Lumber & Hdw. Co., 
Belfrey, Mont. 





WE consider it is poor policy to 
mark goods shown in windows 
unless you know your price is abso- 
lutely right and as low or lower than 
your competitors. When you have a 
particularly good price it is folly not 
to advertise it. But most lines are 
still pretty high and prices are not 
much of an inducement to the con- 
sumer to buy. 
Raterman Hdw. Co., 
Atchison, Kan. 





RICED articles in the window are 
the best advertisements any 
merchant can have. , 
Cedaredge Hdw. Co., 
Cedaredge, Colo. 





pace tagging is always the best 
way. 
H. B. Wardman, 
Deadwood, S. D. 





HIS is a matter that has to be de- 
cided by the individual dealer. It 
depends on his trade. 
Grange Store, 
Allegan, Mich. 





WE are in favor of showing price 
tags in the window at all times. 
Clark Hdw. Co., 
Caldwell, Idaho. 





RICE tags create confidence and 
people realize that the merchant 
who uses them is playing the game 
above board. 
Riverton Implement Co., 
Riverton, Utah. 


1? depends altogether on the arti- 
cles displayed. Sometimes it is 
the only thing to do; at others it is 
not so good. 
Gallihugh Bros., 
Blairstown, Mo. 





E believe the best results can 
be obtained by pricing articles 
displayed in our show windows pro- 
vided we are confident the prices are 
the best that can be obtained any- 
where. When we hold special sales 
we believe price cards are essential. 
Bengener Bros., 
Austin, Tex. 





I AM convinced from my own ex- 
perience that price tagging 
goods helps immeasurably to sell 
them. I am strong for it. 
H. R. Disbrow, 
Allentown, N. J. 





s le sell goods it is up to the sales- 
man. Prices on goods in the win- 
dow only help in times of special 
sales. 
Grummer Hdw. Co., 
Conway, Ark. 





P RICE tagging goods is very bene- 
ficial. People today like to de- 
cide about goods for themselves. 
Price is what interests most of us. 
Bates City Merc. Co., 
Bates City, Mo. 





Pp RICE the goods and show them. 
This is especially necessary with 
a new line or an article little known. 
We believe in it thoroughly. 
W. P. Brewer, 
Birmingham, Ala. 
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WE cannot see any real advantage 
in the price tagging of goods. 
The main object is to make the dis- 
play as attractive us possible, and 
then the prospective buyer will enter 
your store and inquire about the 
price, which gives you a chance to 
talk to him. 
M. M. Wirt & Bro., 
Hockessin, Del. 





Y all means let the customer 
know the value of the article you 
are offering. Priced goods are what 
people look for in the show windows 
D. J. Bullock, 
Ames, Iowa. 





I HAVE always worked on the 

principle that human nature is 
pretty nearly the same the world 
over. Personally, when I look in the 
other fellow’s windows, I am inter- 
ested in the price. When I see some- 
thing in a window that I want the 
first thing that I want to know is— 
How much does it cost? In my win- 
dows and in my newspaper ads I in- 
variably display prices. 

J. H. Humes, 
Milford, Del. 





WE only believe in pricing special 
sales goods. 
Burns & Barrett, 
Camden, S. C. 





ALES prices attract more atten- 
tion than regular prices. There- 


fore we only price goods in the win- °* 


dow when we hold a special sale. 
Seiges Bros., 
Kansas, Ohio. 
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DON’T believe in price tags in the 
window. The purpose of the win- 
dow is to arouse curiosity and to get 
people into the store. 
Mueller Hdw. Co., 
Alma, Kan. 
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Bf oamsarvigr goods has made many 
a sale for us. Every Saturday I 
have a tag day in the window. It 
pays. 
Baltimore Hdw. Co., 
Baltimore, Md. 





| is our rule not to price tag goods 
in the store window. If the pros- 
pective customer is sufficiently inter- 
ested we believe he will come in. We 
show prices on job items and special! 
bargains and they always bring 
gratifying results. 
¢ W. E. Bain, 
Alexandria, Va. 





AM strongly in favor of price 
tagging goods in the store win- 
dow at all times. 
O. O. Laine, 
Canisteo, N. Y. 





pBIcE tagging goods in the show 
window establishes customer 
confidence. 
J. C. Gigger, 
Kent, Ohio. 





}/E have not made price cards the 
rule, but only use them for spe- 
cial sales. In large cities though I 
should imagine it would be a good 
thing. 
Finch Brothers, 
Athens, Pa. 





Wé* only use price tags on special 
sales and clean-up sales. Then 
we use them as big as possible, 
Bennett & Billington, 
Canajoharie, N. Y. 
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The Fine Art o 


HE writer had the pleasure of attending the con- 

vention of The National Wholesale Dry Goods 

Association at the Hotel Waldorf-Astoria, New 
York City, a few days ago. There was quite a dis- 
cussion on claims and returned goods. 

The most illuminating statement made was that 
of the president of the dry goods association when 
he said that upon a careful analysis of the claims in 
his business, they found that 50 per cent of these 
claims were caused by carelessness on the part of his 
own employees in filling orders or in handling the 
accounts. I felt like saying “Amen” right out loud 
in the meeting. My experience has been exactly the 
same. 

I have worked in a claim department and J should 
say off hand that 90 per cent of all the claims made by 
retail merchants are justified. Now of course I know 
when I make this statement that a lot of my readers 
will stand up on their hind legs and say that I do not 
know what I am talking about. I therefore wish to 
explain my statement by saying that it is my idea that 
claims start in a good many different places. 


The Salesman Can Help 


For instance, suppose the sales manager or the head 
of a department or the buyer does not explain the 
character of goods fully to the salesman. Suppose 
they even do not take the time and trouble to explain 
to the salesman the danger in selling certain lines. 
What happens? The salesman, largely through ignor- 
ance, leads the retail merchant to expect more than he 
is to receive or he does not warn the retail merchant 
that the goods he is buying are not quite up to the 
evident expectations of this merchant. An experienced 
salesman realizes the danger in selling a number of 
lines of goods. If this salesman has an eye to the 
future, he warns the retail merchant of these dangers. 
Therefore the retail merchant, being warned and buy- 
ing nevertheless, does not return the goods the first 
time he has a complaint from his customer. 

Take, for example, the selling of radio sets. If these 
goods are sold wide open without any warnings that 
they must be used with a certain amount of common 
sense, naturally returned goods and claims are to be 
expected. If, any of our older readers had any experi- 
ence in the early days of the bicyle business they will 
remember all the claims and returns in the bicycle 
line. I once had the pleasure of trying to untangle the 
claims in a certain wholesale bicycle business at the 
height of the bicycle boom and I will never forget that 
experience. It was a nightmare. The business itself 
was in a state of transition. Bicycles tiad not been 
standardized nor perfected. There were all kinds of 
weird bicycle equipment. Working night and day on 
these. claims almost sent us to the insane asylum—but 
we survived. : 

In every business from the,angle of claims, there are 
certain very dangerous spots. These dangerous places 


should be recognized. Salesmen and retail customers 
should be warned about them in advance and this will 
result in reducing the number of claims. When new 
goods are put on the market—some new invention— 
look out for claims. I will remember when compressed 
air door checks were first used that our returned goods 
department was littered with door checks. Why? 
Just because the carpenters did not know how to put 
these checks on the doors. Even today an amateur 
can have a very pleasant time if he tries to mount one. 
Of course in this day and generation carpenters have 
learned how to apply door checks and no doubt fewer 
door checks are returned. 

At this wholesale dry goods meeting the question 
was—“What is the best method to handle claims?” 
Now of course claims immediately divide themselves 
into two classes—honest claims and dishonest claims. 
If the claim is an honest one, there is of course nothing 
to do but to send a credit promptly—please note the 
word: “promptly”—with a pleasant letter of apology. 
However, there are of course in every business some 
dishonest claims. Such claims when figured on a per- 
centage basis to the total amount of business as a rule 
are very small indeed. Nevertheless, they will turn 
up from time to time in the day’s work. 

As general sales manager I have had a number of 
subordinates working on claims. These subordinates 
handled claims geographically from certain territories. 
They kept a card system with certain information in 
regard to claims. Whenever a claim was received they 
immediately referred to the card of the customer and 
saw how he stood with the department. There were 
certain hieroglyphics on these cards that indicated 
the kind of claims he made. If all of his claims were 
found to be honest they were so marked. His record 
was clear. If, however, there was some doubt about 
the claims, another mark indicated this doubt. When 
there was doubt about a certain customer then the 
claim man inspected his claims with extra care and 
attention. In other words, he looked for an opportun- 
ity to “land” on this dishonest customer. If the cus- 
tomer was dishonest it was only a question of time 
until this opportunity arrived. When this time came 
I had the claim correspondent gather up all the facts 
very carefully, not only about this claim, but about all 
the previous claims of this customer for a year past. 
Then I carefully studied all the facts and details about 
the claims. 

Sounding a Warning 


Suppose the facts indicated that the customer had 
been regularly returning goods or claiming rebates 
absolutely without any good reason. Then as sales 
manager I wrote the salesman calling on this customer, 
telling him to take up the matter of this customer’s 
claims on his next visit. The salesman was instructed 
to tell this customer that the house was getting just 
a little “sore” about the number of claims he was 
making and probably it might be a good idea for the 
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andling Claims 


customer to look into the claims that were being made. 
It might be a good idea not to crowd the mourners 
too hard. In other words, in one way or another, the 
salesman was to sound a warning to this customer. 
Then I as sales manager at the same time wrote a very 
polite letter to the customer stating that my attenion 
had been called to the number of claims he was mak- 
ing; that we exceedingly regretted the necessity of 
making so many claims and that I as sales manager 
had taken particular pains to instruct the stock and 
packing departments to use extra care on the future 
orders from this customer, so that there should not be 
any errors, shortages, soiled goods, etc. Sometimes I 
would ask the customer in case he had a claim in 
future kindly to send the claim direct to me personally 
as I would like to investigate it myself. Our experi- 
ence showed us that frequently after a little extra at- 
tention in this manner by mail and from our salesman, 
the dishonest customer would let up in his claims but 
it would not be long before he would be back again 
at his old practice of trying to make a few dollars 
from dishonest deductions. 

When this happened, we would then start a very 
courteous and polite quarrel with him about his 
deductions. Instead of yielding tactfully as in the 
past, we would argue the question by mail. We might 
even intimate in our letters with profound regret that 
we thought the carelessness was at his end of the line 
and that we believed the goods were disappearing after 
they had arrived in his own store. As most dishonest 
merchants are usually ignorant merchants, a letter of 
this kind would usually bring the moss-covered retort 
that unless we would immediately credit his account he 
would withdraw his valued patronage from us—that 
there were a great many first-class houses, much better 
houses than ours, who every day were breaking down 
his front door in the effort to get a share of his busi- 
ness. Lord, how many letters of this kind I have been 
forced to read! If the writers only realized how 
frequently crooks write letters that are almost 
facsimiles of each other! You can put it down as an 
axiom as a general rule that the honest man making 
an honest claim seldom expresses his anger, while the 
crook not only becomes exceedingly indignant but al- 
most invariably threatens you with the withdrawal of 
his account. 

Circumstances Govern Cases 


When the correspondence has reached this stage, 
you have to decide whether to bring the issue to a 
head or whether to allow your crooked customer to get 
away with a few dollars every now and then just to 
hold his account. Of course there is a question of prin- 
ciple or a question of policy involved. Some houses 
selling very profitable lines have been known to put 
up with certain deductions even when they knew they 
were dishonest, simply to hold the account. Other 
houses, especially those selling lines where the profit 
is very small, cannot afford to, stand the deductions 
and therefore the issue is brought to a head. 


It was my custom when the point was reached where 
we either intended to lose the account or stop the 
claims, to write the customer a letter stating that we 
had been doing our level best to take care of his busi- 
ness in a satisfactory manner and that we were just 
full of regret because we had failed. Then we had 
tried again. We had warned our packing and check- 
ing departments and still we had failed. Now after 
giving the matter very serious thought, we had de- 
cided possibly it might be better for him to try to ob- 
tain more satisfactory service from some other house. 
For that reason we had instructed our salesman to dis- 
continue his calls and in future would be compelled to 
deny ourselves the pleasure of doing business with 
him. Kindly notice this last sentence. I was always 
very proud of the tactful way in which I wrote: “We 
will be compelled to deny ourselves the pleasure of 
doing business with you.” 


Courtesy Brought Results 


Now it was my experience that this very “courteous” 
and “tactful” letter always brought a decisive answer. 
Some of the answers were amusing but most of them 
were tiresome. One of these artistic letters I remember 
was returned to me and on the bottom the customer 
wrote briefly—‘Come off the perch and send your 
salesman around.” 

In another case a sporting goods customer had been 
making some very flagrant deductions. He was get- 
ting worse all the time. He had decided we were the 
easiest things on the pike and he evidently desired to 
annex our whole capital stock. I wrote this dealer a 
delicious letter inviting him to buy his goods some- 
where else. I thought my letter was a masterpiece. 
The head of our claim department and I waited with 
great interest for the reply. It came all right, but it 
was not the kind of reply we expected. The answer 
came beautifully typed. It said the writer of the letter 
was the daughter of the merchant we had written. She 
said she understood only too well the sarcasm and satire 
in our letter. She said she had gone all over her 
father’s claims and she did not blame us for calling 
him down. Then she proceeded to tell us that her 
father came from Moscow, Russia. On his arrival in 
this country he carried a pack on his back. Finally 
he went into business. He brought up a large family 
and made every personal sacrifice to educate this fam- 
ily. The daughter told us that her father at heart 
was a good man, but that his standards of doing busi- 
ness were different from our standards. She told us 
that she had read the riot act to the old man and told 
him his deductions must stop. “Now,” she said, “gen- 
tlemen, just for the sake of my father’s good heart to 
his family, put him on your list again, send your sales- 
man and I do not think you will have any further cause 
for complaint.” The old man bought more goods from 
us than ever and I do not remember ever again having 
seen an unwarranted claim! 


“THE SALES MANAGER.” 
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with Winchester- 
Simmons Co. 


Former President of Omaha Con- 
cern Takes G. W. Simmons’ 


Place 


J. Clark Coit, whose resignation as 
president of the Lee-Coit-Andreesen 
Hardware Co., Omaha, Neb., was an- 
rounced in HARDWARE AGE for Jan. 24, 
has succeeded to the presidency of the 
Winchester-Simmons Co., St. Louis, 
Mo. Mr. Coit, who as executive head 
of the Lee-Coit-Andreesen company, ac- 
quired for his firm one of the foremost 
positions in the hardware field, is to 
have active supervision of the Winches- 
ter-Simmons Co.’s interests.in the Mis- 
sissippi Valley and Texas. 

Mr. Simmons’ withdrawal from the 
Simmons Hardware Co. and Winches- 
ter-Simmons Co. .was announced last 
week. He becomes vice-president of the 
Mechanics and Metals National Bank 
of New York City. 

Luther Kountz, president of one of 
the leading Omaha banks and a relative 
of the Andreesen family, has succeeded 
Mr. Coit as president of the Lee-Coit- 
Andreesen Hardware Co. 





White Ass’t Sales Mer. 
' for Altorfer Bros. Co. 


J. L. White has recently been ap- 
pointed assistant sales manager of Al- 
torfer Bros. Co., manufacturers of 
washing machines, Peoria, Ill., and of 
ABC washing machines and ironing 
machines, Peoria, III. 

For the past several years Mr. White 
has been district representative for Al- 
torfer Bros. Co. Prier to that he has 
had a number of years of experience in 
the washing machine industry. | 





Cutaway Harrow Co. Changes 
Name 


The Cutaway Harrow Co., Inc., Had- 
dam, Conn., hereafter will be known 
om the Clark Cutaway Harrow Co., 
RC. 





Officers and Directors 
Elected by Myers Co. 


Officers and directors for the ensuing 
year were elected at the annual stock- 
holders’ meeting of F. E. Myers & Bro. 
Co., manufacturer of pumps, 41 Orange 
Street, Ashland, Ohio. The officers of 
the company are as follows: 

President and general manager, P. A. 
Myers; first vice-president, J. C. Myers; 
second vice-president, G. Myers; 
third vice-president, A. N. Myers; 
fourth vice-president, D 


G. : = and 
secretary and treasurer, F. B. Kellogg; 
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assistant secretary. J. C. Frentz; as- 
sistant treasurer, M. G. Miller. 

_ The election of directors for the com- 
ing year resulted in the selection of 
P. A. Myers, J. C. Myers, G. C. Myers, 
A. N. Myers, G. D. Myers, F. B. Kel- 
logg and T W. Miller. 





Evans Made President 
Macbeth-Evans Glass 


Howard S. Evans, son of the late 
Thomas Evans, has been elected presi- 
dent of the Macbeth-Evans Glass Com- 
pany, Pittsburgh, Pa., to fill the va- 
cancy caused by the death of his father. 
The new president has been associated 
with the company since it was organ- 
ized in 1899, and for several years has 
been its vice-president. George D. 
Macbeth has been elected vice-president 
to succeed Mr. Evans. He has been with 
the company for ten years, and since 
1917 has been its secretary. 





J. M. Tees Resigns from 
Mah Jongg Sales Co. 


J. M. Tees, vice-president and gen- 
eral manager of the Mah Jongg Sales 
Co., of America, Inc., with offices in 
New York City, Chicago, Ill., and San 
Francisco, Cal., is to retire from active 
management of the company about the 
end of January. Mr. Tees will be suc- 
ceeded by D. B. New. 





Hammond Ad Manager 
Tappan Stove Co. 


Ray J. Hammond has been appointed 
as advertising manager of the Tappan 
Stove Co., Mansfield, Ohio, succeeding 
Mr. Porter. Mr Hammond was for- 
merly with the Electric Vacuum Cleaner 
Co., Cleveland, Ohio, as assistant adver- 
tising manager. 


Cleveland Dealers Elect 


At the regular January meeting of 
the Cleveland Retail Hardware Asso- 
ciation held at Hotel Cleveland, Jan. 11, 
officers for 1924 were elected. Thomas 
Patterson is president; Frank Pekoc, 
Jr., vice-president, and E. A. Saeltzer is 
secretary and treasurer. Mr. Saeltzer 
has been treasurer for two years and 
G. J. Scheurmann secretary. It was 
decided that the two offices should be 
combined. Mr. Saeltzer recently re- 
tired from business and will be able 
to devote much of his time to associa- 
tion details. Directors for two years 
are Charles Rehburg, Frank M. Potter, 
Lee Perry and P. Schwertner for one 
year. These four, with the three of- 
ficers, comprise the board of directors. 








New Indiana Assn. Address 


The Indiana Retail Hardware Asso- 
ciation is now located in rooms 911-913 
Meyer-Kiser Bank Building, Indian- 
apolis, Ind. 
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Ludlow & Squier 
Hold 3d Annual 
Exhibit 


Over forty manufacturers were rep- 
resented by the third annual exposition 
of tools, hardware and factory supplies, 
held by Ludlow & Squier, retail hard- 
ware, 97-99 Market Street and 239 
Washington Street, Newark, N. J. This 
exposition, which was originated three 
years ago by George H. Lyons, Jr., is 
held annually with a view of demon- 
strating various products and their op- 
eration. The entire store was used for 
exhibition purposes, and the various 
manufacturing processes were demon- 
strated by representatives of the vari- 
ous companies exhibiting. 

On the evening of Jan. 18 a banquet 
was tendered by the company to the 
manufacturers’ representatives and a 
number of addresses delivered. 

Manufacturers exhibiting at the ex- 

osition were as follows: Alexander 
ros., leather belting; American Pulley 
Co., steel split pulleys; Armstrong 
Bros. Tool Co., lathe tools; Athol Ma- 
chine Co., vises; American Swiss File 
& Tool Co., files; Brown & Sharpe Mfg. 
Co., machinist tools; A. M. Byers Uo., 
wrought iron pipe; Braunsdorf Mueller 
Co., tools; Boston Gear Co., gears; Otto 
Bernz Co., torches; Carlyle Johnson 
Machine Co., friction clutches; J. M. 
Carpenter Tap & Die Co., taps and dies; 
Clipper Belt Lacer Co., belt lacing ma- 
chines; Henry Disston & Sons, saws; 
Durabla Mfg. Co., packing and gage 
glasses; Foster Engineering Co., Foster 
valves; Heller Bros. Co., hammers; The 
Jacobs Mfg. Co., drill chucks; Jenkins 
Bros., valves; Kraeuter & Co., pliers; 
Norton Co., grinding wheels; Charles 
Parker Co., vises; Pike Mfg. Co., sharp- 
ening stones; S. K. F. Industries, ball 
bearing -hangers; Service Tool Co., 
Shearkleen files; The Skinner Chuck 
Co., lathe chucks; The Standard Tool 
Co., drills and reamers; Stanley Works, 
carpenter tolls; L. S. Starrett & Co., 
machinist tools; H. G. Thompson & Son 
Co., Milford hack saw blades; Toledo 
Pipe Threading Machine Co., pipe 
threading devices; Union Tool Chest 
Co., tool chests; U. S. Electric Tool Co., 
electric drills; Wall Rope Co., rope; 
J. H. Williams & Co., wrenches and 
lathe tools; J. Wiss & Sons Co., shears 
and scissors; Wisconsin Electric Co., 
Dumore grinders and drills; Yale & 
Towne Mfg. Co., chain hoists. 





N. Y. Boosters Smoker 
March 14 


The Sixth Annual Smoker and En- 
tertainment of the New York Hardware 
Boosters is to be held at the New York 
Turn Verein Hall, Lexington Avenue, 
New York City, at 8.30 p. m., on the 
evening of March 14. C, C. Dietrich, 
chairman of the entertainment com- 
mittee, has made special arrangements 
to make the occasion more distinctive 
than ever this year. 
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“Philly” Dealers Hear 


Facts About 
Costs 


W. G. Pearce Discusses the Cost of 
Doing Business 


Local trade topics were discussed at 
a meeting of the Retail Hardware Asso- 
ciation of Philadelphia, held at Green’s 
Hotel, Philadelphia, Jan. 17. President 
Harry D. Kaiser reported that the col- 
lection bureau is now an established fact 
and that John Marvis has been ap- 
pointed to act as the association attor- 
ney having the bureau in charge. Mr. 
Kaiser urged the members present to 
look up their delinquent accounts and 
turn them over to Mr. Marvis for col- 
lection. 

W. Glenn Pearce, assistant secretary 
of the State association, introduced the 
matter of margin and profit as apropos 
to a year just ended wherein very good 
business may have been enjoyed with 
fine gross profits but a surplus 
shrunken Lelow the dealer’s expecta- 
tions. Mr. Pearce talked exclusively in 
figures to his intensely interested list- 
eners and presented a very simple and 
clear set of rules which if followed can- 
not be otherwise than successful during 
the coming year. He agreed: that turn- 
over is an approximation, but there is 
no guessing where the actual selling 
price, cost, margin, expense and profit 
plainly appear on the books of any care- 
ful and observing dealer. 

Some of the figures shown by Mr. 
Pearce will be published in HARDWARE 
AGE in the near future. 

Past President Ernest Johannesen of 
Baltimore, who is now working with a 
special committee of the ational 
Chamber of Commerce, called on his 
hearers to interest themselves in gov- 
ernmental matters. “The reason,” he 
said, “we have things in our various 
localities that do not appeal to us is 
that we as individuals fail to take 
enough interest in these things and also 
the bigger affairs of our country. It is 
no use for us to kick against crooks and 
crookedness unless we take a _per- 
sonal hand in directing affairs with the 
full realization that we are individually 
responsible and, therefore, cast our vote 
for better things. In order to create 
and maintain success we must think 
and act along common sense lines, not 
permitting lodgment of petty jealousies, 
but that.spirit which prompts the invi- 
tation of a keen competitor to join in 
our association work throughout the 
year and at the sessions during our con- 
ventions.” 

President Kaiser called attention to 
the responsibility as well as honor con- 
ferred upon the local association in un- 
dertaking the entertaining features 


during the coming convention of ‘the 
P. A. S. H. A. to be held at the Com- 
mercial Museum, Feb, 12 to 15. He ap- 
pointed the following committee to have 
charge of the various details: Chair- 





man, George H. Yerkes; Horace Good- 
win, J. G. Esmonde, N. C. Engle, John 
F’. Cummings, M. D. Gould, Carl Krupp, 
Thomas Hoyle, William Sadler, Louis 
Loesche, Jr., Schemp Bros., Joseph 
Weber, Charles Zimmerman, William 
C. Beener, J. Gross Perkins, C. Richard 
Watson, William F. Brown, William O. 
Dobson, Walter Hewes, William Den- 
ney, Joseph Freal, Joseph Hahn, Wil- 
liam A. Kilian, Charles Maurer, E. R. 
Tourson, Titus W. Yonkers, George R. 
Park, George R. Park, Jr., Charles 
Bockius, Richard Kern, S. Russell Nei- 
man and Charles P. Reinboth. 





Obituary 
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Samuel A. Rankin 


Samuel A. Rankin, aged eighty-one 
years, died at his home, Ellsworth Ave- 
nue, Pittsburgh, Pa., on Saturday, Jan. 
19. He was a veteran of the Civil War, 
and at the time of his death was treas- 
urer of Hubbard & Company, the well- 
known shovel-makers at Pittsburgh, he 
having been associated with this con- 
cern for about fifty-four years. 

He was an elder in the First Presby- 
terlan Church at Pittsburgh for many 
years, and in addition to being treas- 
urer of Hubbard & Company, he was 
treasurer of the National Bolt & Nut 
Company, Pittsburgh, also of the Hub- 
bard Pressed Steel Company, Niles, 
Ohio; Beall Brothers, Alton, IIl.; Beall 
Supply Company, Alton, IIl.; Beall Tool 
Company, East Alton, Ind.; Russell 
Shovel Company, Aliquippa, Pa.; Jack- 
son Shovel Company, Jackson, Mich.; 
Fulton Tool Company, Huntington, 
W. Va., and vice-president of the Na- 
tional Bolt & Nut Company, Pittsburgh. 





Gustave Zork 


Gustave Zork, president, the Kra- 
kauer-Zork Company, El Paso, Tex., 
— > Waihi at his home in that city 
an. 14, 


Mr. Zork, who was a pioneer hard- 
ware man in the Southwest and in 
northern Mexico, was born in San An- 
tonio, Tex., in 1861. 

In 1886 the business of Krakauer, 
Zork & Moyo was established, succeed- 
ing Davis Brothers, as dealers in hard- 
ware. Mr. Zork went to Chihuahua 
City, Mexico, in 1891 and established 
a retail and wholesale hardware branch 
there, where he remained twenty-five 
years. 

Mr. Zork is survived by his widow, 
one son, Luis Zork, connected with the 
Chihuahua City branch, and five sisters. 





Simonds Purchases Building in 
Chicago 

The Simonds Saw & Steel Co., Fitch- 

burg, Mass., formerly Simonds Mfg. 

Co., has purchased a three-story build- 

ing at 127 South Green Street, Chicago, 


which it will use as a stock room and 
to house its Western sales force. 





Yerkes Starts 
Small Tool House 
in Philadelphia 


George H. Yerkes, who for five years 
served as sales manager for Powell, 
Clouds & Co. of Philadelphia, has re- 
signed that position for the purpose of 
organizing the Yerkes Tool Co., a cor- 
poration which will specialize in the 
sale of small tools in Philadelphia and 
the surrounding territory. 

The new company will be the only 
house in Philadelphia dealing exclu- 








George H. Yerkes 


sively in small tools and will cater prin- 
cipally to the machine shop and factory 
trade. The policy of the new company 
will be to devote its entire energies to 
the distribution of a few selected lines. 
The Yerkes Tool Co. is a close corpo- 
ration capitalized at $25,000, with $15,- 
000 actually paid in in cash. The two 
rincipal stockholders are George H. 
Yerkes, president, and Clarence T. 
Yerkes, secretary and treasurer. 
George H. Yerkes has for years made 
the study of the design and use of tools 
his hobby and has developed this hobby 
into a business. He has for several 
ears been active in the work of the 
hiladelphia Hardware Association; is 
chairman of the executive committee of 
the Retail Hardware Association of 
Philadelphia, and a member of the res- 
olutions Committee of the Pennsylvania 
and Atlantic Seaboard Hardware Asso- 
ciation. He is also a member of the 
Poor Richard Club and has spent prac- 
tically his entire business career in 
either advertising or sales work. 
Clarence T. Yerkes is secretary of 
the Wagner-Taylor Co., one of the 
largest insurance houses in Philadel- 
phia. He will not, however, be an ac- 
tive member of the new organization. 
All employees of the Yerkes Tool Co. 
will be on a profit-sharing basis, and no 
salesmen will be employed who are not 
practical men. 
e Yerkes Tool Co. will occupy an 
excellent store at 433 Arch Street, Phil- 
adelphia, 
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Four Square Household Tool 
Sales Plans Announced 


by Stanley Works 


Sales plans for its new Four Square 
household tool line were discussed re- 
cently at a sales convention held at the 
plant of the Stanley Works, New Brit- 
tain, Conn., and attended by the com- 
pany’s sales representatives, together 
with members of an auxiliary sales or- 
ganization which is to supplement the 
regular sales force in the marketing of 
the new line. 

The new line of tools has been de- 
signed to meet the demand for tools 
made especially for household use, and 
it was stated at the conference that 
the goods will be marked with the re- 
tail price and packed in attractive in- 
dividual containers. 

The new line of tools will bear in 
addition to the name, Stanley, four 
red squares as a mark of identifica- 
tion. The selling plans for the new 
line, which will begin about the middle 
of February, call for an intensive pro 
gram of national publicity and will be 
designed to familiarize the householder 
with the Stanley trade mark and the 
merits of the Four Square line. 

Retailers are to be provided with 
attractive and unusual window trims 
and will, in addition, be supplied with 
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newspaper electrotypes, decalcomanias, 
street car cards, movie slides and other 
items which can be used effectively to 
popularize the new line. 

The Four Square household tool line 
is the result of a survey undertaken 
by the company with a view of study- 
ing the tool requirements of the aver- 
age householder. This investigation, it 
is said, demonstrated the need for a 
serviceable line of popular-priced tools, 
which would entirely meet the house- 
holder’s requirements and yet be avail- 
able at a popular price. The intro- 
duction of the Stanley Four Square 
household tool line is designed to en- 
tirely meet this need. 

According to a recent statement by 
J. E. Stone, general sales manager, the 
marketing of the Four Square house- 
hold tool line will not be attended by 
any change in the company’s present 
methods of selling. 


New Chatillon Catalog 


A condensed catalog, illustrating and 
describing its line of spring balances 
and scales, and other hardware items, 
has recently been issued by John Chat- 
illon & Sons, New York City. The cat- 
alog is of a convenient size and well 
printed, and contains a foreword out- 
lining in abbreviated manner the out- 
standing features of the Chatillon 
products. 
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Andrews Heads Central 
Division of Pratt 


& Lambert Co. 


W. G. Andrews connected with the 
sales department of Pratt & Lambert, 
Inc., manufacturer of varnish, Buffalo, 
N. Y., has recently been appointed sales 
manager of the central division, tak- 
ing over the work formerly handled by 
the late J. H. Waterbury. Mr. Andrews 
is also a director of the company. 

J. C. Roth, trained in the sales de- 
partment, following his experience as 
sales representative, becomes assistant 
sales manager, central division. 

W. R. Fuller, manager of industrial 
sales, is now technical director, in 
charge of all phases of technical work. 

T. E. Murphy, formerly in charge of 
the railway department, central divi- 
sion, is promoted to the position of as- 
sistant manager of industrial sales. 

At Chicago, J. G. Schroeder, assistant 
resident manager, becomes sales mana- 
ger, western division, while S. 
Campbell, sales representative, is now 
manager of industrial sales, western 
division. 

In making the appointments, the 
management again exemplifies the 
company’s policy to steadily advance 
men within the organization. 

(News continued on page 50) 
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Hardware Dealers Vigorously RKesent 


Charge of ‘Tax Evasion 


Retail Jewelers Allege Tax Is Not Paid on Plated Silver— 


House Committee Rushes-Revenue Reduction Bill 


(Washington, D. C., Jan. 28, 1924) 
LL roads lead to the Capitol to- 
A day. The big mahogany doors 
of the Ways and Means Com- 
mittee look like the entrance to a bee- 
hive in swarming time, and if there is a 
single tax-paying industry in the 
United States that is not represented in 
the eager throng that chokes the cor- 
ridor of the House Office Building it 
would be difficult to name it. 

Behind the big doors Chairman Green 
and his twenty-four colleagues are 
spending ten hours a day seated around 
the big circular table engaged in the 
giant task of boiling down the testi- 
mony they have taken and licking the 
Mellon tax reduction bill into shape. 
Mr. Green has promised the leaders of 
the House to report the bill on Monday, 
Feb. 11, the date fixed by the Republi- 
can caucus as the time limit on the 
measure. : 


Jewelers Charge Evasion 


The hardware trade has become un- 
expectedly involved in a sharp contro- 
versy with the jewelers as the result of 
a hasty and ill-considered statement 
made during the recent hearings by Ed- 
ward H. Hufnagel, president of the 
American National Retail Jewelers’ 
Association. Mr. Hufnagel alleges that 
large quantities of articles classified by 
the Internal Revenue Bureau as jewelry 
are sold by the hardware merchants 
without the payment of the tax, while 
the jewelers—honest fellows, every one 
of them, of course—come across to 
Uncle Sam every time they make a 
sale. 

It is not surprising that the hard- 
ware merchants do not relish these al- 
legations. Only a few of them have 
learned of Mr. Hufnagel’s charge, but 
I am told that more than one spirited 
rejoinder has been sent to Washington 
in their behalf, 

In order that the trade may know 
just exactly what was said I present be- 
low an extract from the official steno- 
graphic record of the testimony before 
the committee. Mr. Hufnagel, after be- 
ing interrogated as to whether he would 
prefer a general sales tax to any income 
tax, testified as follows: 


Attacks Hardware Dealers 


Mr. Hufnagel. “I do not take any po- 
sition against the income tax. I think 


for Early Report 


By W. L. CROUNSE 


a general sales tax is a favorable tax 
for the people as well as the business 
men of the country.” 

The Chairman. “I hope we won't get 
into that argument.” 

Mr. Hufnagel. “No, I did not come 
here to argue the sales tax. We came 
here particularly to get relief for a busi- 
ness that is being put out of business.” 

Mr. Garner. “I do not understand 
just how you can consistently make an 
argument in favor of a sales tax and 
against the tax that is put on you now, 
or some per cent of tax. Perhaps I do 
not see your point.” 

Mr. Hufnagel. “That is because of 
the competitive element, sir. We are 
discriminated against in competition.” 

“Let me just cite the silver-plated 
ware business. Over 50 per cent of the 
silver-plated ware of this country is 
sold in hardware stores and department 
stores, and 80 per cent of those people 
have not paid the tax. 

“How do you expect us to compete 
against that kind of competition? It 
cannot be done. If the other fellow 
paid the tax he could not undersell us; 
by not paying the tax he is 5 per cent 
ahead of us.” 


Want Tax Off 


Mr. Garner. “Suppose Congress rem- 
edies that, would that help you?” 

Mr. Hufnagel. “If they relieve us of 
the whole tax everybody would be on 
the same basis.” 

Mr. Garner. “Suppose they kept this 
man from selling without paying the 
tax and had everybody who sold any 
kind of jewelry in this country, whether 
he be the pocket vendor, as you term 
him, or the department store, or hard- 
ware store, pay a tax, would that help 
you?” 

Mr. Hufnagel. “It would help us, but 
you could not get him. There is no way 
that you can check him up.” 

The Chairman. “There is no need of 
doing that. We can put a tax on the 
manufacturer and no one could sell the 
article without paying the tax.” 

After conferring with members of 
the Ways and Means Committee, I am 
confident that none of them believe Mr. 
Hufnagel’s statement that the hardware 
dealers of the country are trying to 
evade the tax on the so-called jewelry 
they sell. I am equally confident that 


considerable so-called jewelry is sold 


by retail jewelers as well as by hard- 
ware merchants and department stores 
upon which no tax is paid, but in this 
respect the hardware men are exactly 
as conscientious as the retail jewelers, 
and the only person to blame is Uncle 
Sam. 


Absurd Classification at Fault 


The ridiculous classifications promul- 
gated from time to time by the sales 
tax unit of the Internal Revenue Bu- 
reau are really at fault in the matter. 
When you consider that under a literal 
construction of these rulings a $250 
phonograph cabinet upon which manu- 
facturer has placed a small metal knob 
covered with one-tenth of a cent’s worth 
of silver plating becomes an article of 
jewelry taxable at 5 per cent of the re- 
tail price, or $2.50, you get an idea of 
the absurdity of the so-called jewelry 
classifications. 

A buckhorn handled carving set with 
half a cent’s worth of silver plating on 
its metal mountings is jewelry in the 
sight of the sales tax unit and every in- 
strument in the village brass band is 
put into the same category because the 
manufacturers have found it necessary 
to use the stingiest kind of a silver plat- 
ing on,certain parts of the instruments 
to protect the mouth of the men who 
blow the horns from the verdigris that 
would otherwise gather on the brass 
mouthpiece. 

But the field agents of the Interna] 
Revenue Bureau will testify that the 
hardware merchants are as punctilious 
as the retail jewelers in paying sales 
taxes and they will testify further that 
the hardware men have had a much 
more difficult problem than the retail 
jewelers. The latter handle a single 
class of merchandise, practically all of 
which is subject to a single tax, while 
the hardware men have been deviled to 
death because their stocks from time to 
time have contained items taxable under 
half a dozen different heads. 


Must Pay Many Taxes 


Silver-plated knives, forks and spoons 
and all articles containing mountings 
or platings of silver or gold, no mat- 
ter how inexpensive, are *taxéd as 
jewelry. i, . 
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(Continued on page 58) 
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Left: Retiring Preat- 
dent A. W. Kavanaugh, 
Alwa, Okla. Right: 
President W. C. Cole 
Bethany, Mo. 
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W.C. Cole Elected 
President of 
Western Retail 
Implement and 


Hardware Association 


Western Dealers Optimistic 


at Kansas City Convention 


of the Western Retail Implement 

and Hardware Association in Kan- 
sas City, Mo., Jan. 15, 16, 17, was one of 
the most successful from point of at- 
tendance and interest ever held by that 
association. Fully 1200 people crowded 
the Missouri Theater to hear the speak- 
ers and to take part in the question box 
discussions. Optimism pervaded all ses- 
sions and this was surprising in view 
of the impression that certain sections 
of the country were not in the best of 
condition. Although many of these 
dealers are located in the wheat belt, 
there were few complaints over present 
conditions and very little was said about 
“hard times.” It was the consensus of 
opinion that 1924 would be marked by 
strong competition and that the suc- 
cessful merchant would be the one who 
went out after the business and ren- 
dered service to his community. 


Officers Elected 


ii HE thirty-fifth annual convention 


The officers elected for the coming 
year are as follows: 


President, W. C. 


Left: 


lene, Kan. 


Deruy, 





Secretary 
H. J. Hodge, Abi- 
Right: 
M. EB. Deruy, A. F. 
Deruy and Henry 

Pittsburg, 
Kan, 


Cole, Bethany, Mo.; Vice-President, De- 
Roy Danielson, St. Francis, Kan., Sec- 
retary-Treasurer, H. J. Hodge, Abilene, 
Kan. Directors—E. C. Hood, Pitts- 
burg, Kan.; J. F. Parrish, Hamilton, 
Mo.; H. W. Ely, Monett, Mo.; W. G. Mc- 
Cluskey, Billings, Okla.; Fred L. Tay- 
lor, Lyons, Kan.; Jerre Kimmel, Robin- 
son, Kan.; Jack Watson, Cherokee, 
Okla.; T. B. Shannon, Iola, Kan. 

The exhibits received considerable at- 
tention and were housed in several 
places. The main show was held in the 
convention hall but the lobby of the 
Coates House, as well as many of the 
rooms of that hostelry, were also used 
for this purpose. Other exhibits were 
on display at the various hotels. Local 
houses maintained a bus and auto ser- 
vice to their respective plants and all in 
all there was much to see and many 
places to go, but the remarkable thing 
was the large attendance at the conven- 
tion sessions. On two days there were 
1200 people in the audience and this 
may well be considered remarkable, as 
the membership of the association is ap- 
proximately 2000. 

The convention was opened by the 
well known “Western” quartet and 
Rev. J. Spencer of Kansas City de- 
livered the invocation. Then the Kan- 


sas City Hardware Club marched to the 
front of the house and welcomed their 
They, too, 


fellow dealers to the city. 





brought their own quartet composed of 
Kansas City dealers which helped to 
put everybody in the right humor. 


President Kavanaugh’s Address 


President A. W. Kavanaugh, Alva, 

kla., in his annual message compli- 
mented the secretary’s office on being 
able to.add to the services of the office 
without increasing the overhead, in 
other words, he said it was turning out 
larger packages at pre-war prices. 

Mr. Ravmenah stressed the impor- 
tance of the plow and agriculture in our 
daily existence and said “The past few 
years have been discouraging ones for 
the farmer, dealer and manufacturer 
alike. From years during which the 
produce, wares and output of each of 
us was in great demand at good prices, 
returning a_ satisfactory profit, we 
drifted into our present condition with 
demand lowered to an unprofitable level. 

“Under these circumstances many are 
becoming dissatisfied and are looking 
askance at the future, and this applies 
to farmers and manufacturers, as well 
as dealers. 

“The hardware and implement dealer 
alike has changed his attitude of mind 
toward the manufacturers in compari- 
son to the attitude of several years 
ago,” continued Mr. Kavanaugh. “The 
change has brought about a better un- 
derstanding and knowledge of the man- 
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ufacturers’ problems. This change has 
not been passed on to our tarmer 
friends and there have been times of 
late when we have quoted prices on our 
wares with a tremor in our voice and an 
apology in our manner, not that we our- 
selves did not know that the prices were 
as low as possible, but because we real- 
ized that our farmer friends did not 
understand the situation as well as we 
did.” 
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4 


A. M. Hoffman 

and Mrs. Hof- 

man, Sedalia, 

Mo., and J. Par- 

rish, Hamilton, 
Mo. 


are 620,728 farms; on each farm there 
is equipment and much of it has been 
repaired to the limit; the replacement is 
unavoidable and each season brings re- 
habilitation nearer. He stressed the 
necessity of the return of normalcy, of 
being prepared to meet every contin- 
gency that may retain the confidence of 
customers and the establishing business 
affairs on a basis that cannot be weak- 
ened again. 
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J. C. Williams, Smithville, Mo.; George F. Leaner, St. Joseph, Mo.; John 
C. Long, J. H. Anderson, secretary and vice-president respectively, Kansas 
City Hdwe. Club, Kansas City, Mo. 


He drew attention to the fact that re- 
sale prices on implements today were 
less pound for pound than any other 
class of merchandise the farmer buys 
and emphasized the better position we 
were in today due to the progress of 
industry. 

Tom Witten, the well known founder 
of the Trenton idea of “Get acquainted 
with your neighbor—you may like him,” 
and president of the National Federa- 
tion of Implement Dealers’ Associa- 
tions, and a hardware merchant at 
Trenton, Mo., was then introduced to 
members of the convention, both in his 
official capacity and as a past president 
of the association. 


Report of Secretary H. J. Hodge 


Secretary H. J. Hodge delivered the 
annual message and report. He paid 
tribute to O. Gossard, Oswego, Kan., 
who passed away during the year. Mr. 
Gossard was at the time a member of 
the executive board of the association. 
He served as president in 1919 and was 
elected president of the National Fed- 
eration for two consecutive years—1911 
and 1912. 

Mr. Hodge said in part: “Every re- 
tarded movement in trade wears itself 
out and the pendulum swings forward. 
When clothing is gone, the haber- 
dasher sells; when home equipment 
crumbles it must be replaced. Of all 
things hardware and implements are 
the most lasting. Because they endure 
their recovery is slower—but the end 
must come.” 

Mr. Hodge told of the territory cov- 
ered by the association and in it there 


Mr. Hodge very aptly showed the 
need of imparting information to farm- 
ers relative to the advances in various 





Alexander Legge, president International Harvester Co.; 
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Considerable attention should be paid 
by manufacturers and _ associations 
toward disseminating this information 
to consumers. Dealers were urged to 
shorten credit periods and to keep their 
business in as liquid a state as possible. 

The secretary also called attention to 
the fact that 90 per cent of the mem- 
bership was composed of dealers who 
handled hardware either exclusively or 
in conjunction with implements. He 
said that the percentage had increased 
since 1921 due to the more rapid re- 
covery of the hardware trade and be- 
cause many implement dealers had 
added hardware lines. Attention was 
directed towards certain lines of hard- 
ware that was being sought by unre 
lated lines of business. It was reported 
that consideration was being given to a 
committee to assist in legislative mat- 
ters that are calculated to overcome the 
advantages stores in some other lines 
have over the hardware merchant. 


Legge Discusses Conditions 


Alexander Legge, president of the In- 
ternational Harvester Company, talked 
om the improvement of business condi- 
tions and methods which might be used 
to relieve the distress in agricultural 
sections.« During the period of depres- 
sion Mr. Legge pointed out that imple- 
ment manufacturers had done all in 
their power to help shoulder the burden 
of the retail dealer. 

In speaking of the prospects for 1924 
business, Mr. Legge stated that there 
had been some recovery but conditions 
in this particular field were still far 
from easy. But he did state, that in his 
opinion, business had turned the corner 
and was on the tpgrade. 


The Farmer and Accessories 


Mr. Legge admitted that it might be 
possibly true that the farmer was an 
extravagant buyer of automobiles, but 
without doubt he was the most ex- 
travagant user of automobiles, tires and 





Tom Witten, 


Trenton, Mo., and Retiring President A. W. Kavanaugh, Alwa, Okla. 


lines so they could realize just what the 
situation was without laying undue 
blame upon the dealer who served him. 


accessories. In other words, bills for 
implements will not exceed 20 per cent 
of those for the farm autos. He told 





W. P. Fitton, Hibbard, Spencer, Bartlett &€ Co.; John Sell, Pittsburg, 
Kan.; A. O. Weinhold, Kansas City, Kan., and F. F. Newdorff, St. Joseph, 
Mo. 
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W. T. Knoeber, Spearville, Kan.; E. P. Brown, Anthony, Kan.; O. H. 
Larimer, Cleveland Metal Products Co., and L. T. Shrader, Dexter, Mo. 


of an Ohio dealer who found that the 
license fees for automobiles in his com- 
munity represented 50 per cent of all 
the money spent on implements and re- 
pairs. 

The fact that the farmer has spent 
less for farm equipment in the last three 
years was stressed and had it not been 
for farm implements, automobiles would 
not have been possible. It was further 
stated that there was no comparable 
value of automobiles today, but there 
was in implements. At this point he 
pointed out the difference in the mer- 
chandising methods used by implement 
and auto dealers by the use of show 
rooms, advertising, etc. 

Two afternoon sessions and a part of 
one of the morning sessions were de- 
voted to an advertising round table dis- 
cussion. C. L. Haynes of Emporia, 
Kan., took direct charge of this work 
and performed his tasks in a most cred- 
itable manner. The dealers found this 
work most interesting and beneficial 
and taxed the capacity of the meeting 
place each session. J. H. DeWild, ad- 
vertising specialist of St. Louis, Mo., 
led most of the discussions which in- 
cluded criticism of newspaper ads, 
preparation of mailing lists, advertising 
costs, use of cuts, circulars, method of 
writing ads, lettering, and much of gen- 
eral interest to the retailers who look 


“sold” before they buy. The educa- 
tional value of letting a salesman sell 
as merchant was brought out because it 
could all be used in selling the con- 
sumer. 

Another question which brought out 
considerable comment was the advis- 
ability of carrying first and second 
quality lines. 

All year gifts were indorsed by a 
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you and me, more work and better 
work; more responsibilities and nobler 
responsibilities, for through them our 
ever-developing personality will evolve 
us into better men, who have justly 
earned a chair of accomplishment in the 
City of Big Things.” 

The closing question box session was 
in charge of Tom O’Neil, Osage City, 
Kan. The discussion centered around 
the price of implements and the way 
they were presented to the consumer. 
Resolutions were adopted commending 
the trade papers for their‘ loyal support 
and the spirit of fairness being shown 
by farm papers. Harmony was em- 
phasized as a very great help in the 
present time and the dealers were asked 
to help preserve this spirit. List and 
discount pricing of implements was 
again indorsed. The decimal system 
was also approved and jobbers and 
manufacturers were asked to put this 
method of pricing and packing into 
their businesses as soon as possible. It 





Frank Seidl, Superiorville, Kan.; W. C. Weir, Paola, Kan.; Z. D. Ralph, 
Cleveland Metal Products Co.; G. Wagner, Odessa, Mo., and Glenn McKee, 
Pickering, Mo. 


great many and they told of having 
suitable merchandise on display at all 
times for this purpose. There were 
many good toy boosters in the crowd. 
Grouping of merchandise with kindred 
lines, education of clerks, etc., all came 
in for interesting discussion. It will be 
long before a more interesting part 
of the convention program supersedes 

















The “Western Quartette’—Harry Kugler, Abilene, Kan.; Mrs. Fred L. 
Taylor, accompanist, Fred L. Taylor, Lyons, Kan.; H. L. Covert, Abilene, 
Kan., and Clyde Bishop, Chanute, Kan. 


after this phase of their business. 

W. E. Haynes, Emporia, Kan., pre- 
sided at the question box session Tues- 
day evening. The meeting was held in 
the Eagles’ Hall which was comfortably 
filled. The questions discussed were of 
principal interest to implement dealers 
relative to the sale of twine and re- 

airs. Dave E. Darrah of the Hart- 

her Co., Charles City, Iowa, was the 
chief speaker of the evening and em- 
phasized the importance of educating 
the public as to business conditions. He 
traced. the growth of the implement in- 
dustry from the frontier days to its 
present state in a most illuminating 
way. 

Wednesday’s session was opened with 
the question box under the charge of 
J. Parrish, Hamilton, Mo. A lively ar- 
gument ensued over’ the question of 
whether a dealer “bought” goods or was 
“sold.” The general opinion seemed to 
be that dealers as a rule want to be 


the question box sessions in value. 
The principal address of the day was 
made by E. G. Weir, advertising man- 
ager of “The Round Oak Folks.” He 
has been known to the hardware trade 
for considerable time and his message 
on “The Determining Factor in Busi- 
ness—Personality” was well received. 
In closing he said: “I bespeak for 





was also recommended that implement 
repairs should be returned to manufac- 
turers at the end of the season with a 
reasonable allowance for credit. De- 
layed invoices were condemned and the 
standardization and elimination pro- 
grams were indorsed as real benefit to 
the trade. Dealers were urged to study 
prices so they could present facts to 
their customers. The national move- 
ment for publicity on implement prices 
was approved and dealers were urged 
to cooperate. Better accounting was 
indorsed and it was recommended that 
the association push this work during 
the coming year. Promotion of the sale 
of hardware for gift purposes was in- 
dorsed. The Kelly-Stevens bill was ap- 
proved and dealers were urged to back 
it. It was suggested that a slogan be 
made for the use of the implement in- 
dustry to impress upon the public the 
importance of farm machinery. A trib- 
ute was paid to Secretary Hodge for 
his thirty-five years of service by the 
resolution committee and the conven- 
tion accepted it by a rising vote. Mr. 
Hodge is one of the eighteen charter 
members of which six are still living. 


Capt. John W. Gorby, National 
Transportation Institute, Chicago, gave 
the closing address of the convention 
and won the complete attention and re- 
spect of the large audience. 
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W..G. McCluskey, Billings, Okla.; Guy Colman, Platte City, Mo.; F. X. 
Becherer, J. C. Williams, Smithville, Mo., and George F. Leaper, St. 
Joseph, Mo. 
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Market Likely to Stiffen, ls Belief— 


Washing Machine Sales Made 35% © 
Gain Last Year 


UYING activity continues in the hardware markets. Price tendencies still point 
upward, and the belief seems to be growing among buyers that the general mar- 
ket will stiffen in the near future. Collections are said to be better. 


Figures issued by the American Washing Machine Manufacturers’ Association, Chi- 
cago, show an increase of 35 per cent in the retail value of sales for 1923. Retail 
values of sales for all styles was $82,127,737. A total of 707,924 machines were sold. 
Ninety-four per cent of the total consisted of electric power machines. Jobbers 
bought 41 per cent, dealers 57 per cent and direct sales amounted to 2 per cent. Elec- 
trical jobbers sold 66 per cent, hardware jobbers 26 per cent, implement jobbers 1 per 
cent and miscellaneous jobbers 7 per cent. 


Electrical retailers sold 24 per cent, specialty retailers 30 per cent, hardware re- 
tailers 20 per cent, department stores 11 per cent, central stations 13 per cent, fur- 
niture retailers one-half of 1 per cent and miscellaneous retailers 1 per cent. Total sales 
for 1921 amounted to $42,000,000; for 1922, $60,500,000. 





Manufacturers’ Price Changes 


EVERAL manufacturers of jack-knives are 
~ reported to have advanced prices from 25 
cents to 50 cents per dozen. 

Some of the manufacturers of roofing paper 
have advanced prices about 5 per cent. 

Ferry Cap & Set Screw Co., Cleveland, Ohio, 
has issued a new price list effective Feb. 1 show- 
ing a general readjustment of Hist prices. On 
popular sizes of hexagon cap screws list prices 
advanced $1.45 to $13; on set screws $1 to $5.40. 





Jobbing quotations on all Landers, Frary & 
Clark meat choppers, with the exception of Nos. 
170 and 344, have been advanced 10 per cent. 
The two numbers mentioned remain unchanged. 


The Kelly Manufacturing Co., 4200 West 
Adams Street, Chicago, manufacturers of venti- 
lated indoor closets, announce a reduction of 
about 15 per cent in both models of their sanitary 
indoor closets, effective March 1. 
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Price Changes from. Jobbing Centers 


NEW YORK—Buying activity con- 
tinues. Retail business is reported 
as satisfactory. Collections are im- 
proving. New lists have been issued 
on cap screws and toggle bolts. 
Mica was advanced approximately 
20 per cent. Wooden curtain poles 
were advanced % cent per ft. Picks, 
mattocks and crowbars have been 
reduced 10 per cent. 


CHICAGO.—There was practically 
no change in prices in this district 
during the week as far as the major 
lines were concerned. Solder ad- 
vanced 2 cents per pound and some 
babbitt metal prices were increased 
1 cent, due to the strength of the 
tin and lead markets. 


BOSTON.—Price changes the past 
week were mixed, declines outnum- 
bering advances about two to one. 
Universal bottles have been reduced 
about 10_per cent, skid chain and 
cable 1 cent a pound, while material 
reductions have been made in the 


Yale & Towne line of rim latches 
and padlocks. Manufacturers of 
toasters are making special low 
prices to apply for about a month, 
and some jobbers have cut Stillson 
pipe wrenches 5 per cent. On the 
up side, we have an advance of 2 
cents a pound in cotton waste, 10 
per cent in Universal food choppers, 
and 7 cents a pound in bar solder. 
Manufacturers’ list prices on cap 
and set screws on Feb. 1 will un- 
dergo quite a radical change. One 
of them is out with the new list and 
others will soon follow. 


PITTSBURGH.—As has been the 
case for some weeks past, price 
changes in the local market in the 
past week on steel or hardware 
products were few and unimportant. 
Sash weights have been reduced by 
a large maker at St. Louis, and there 
has been a slight advance in prices 
on cartridges by a leading Western 
maker. Pig iron is very firm, and 


in some outside markets is up about 
50 cents per ton. Prices in the local 
market on practically all iron and 
steel products are very firm. Ad- 
vices are that an early advance may 
be made on steel pipe, but this is 
not officially confirmed. 


CINCINNATI.—Price changes in- 
clude an unexpected reduction of 75 
cents per 100 lb. on chain; advances 
in jack-knives, 25 cents to 50 cents 
per doz.; roofing paper, 5 per cent; 
sash cord, 3 to 4 cents, and Rose 
trowels, 10 per cent. Other advances 
are rumored, but no definite infor- 
mation at hand. 

TWIN CITIES.—Market  condi- 
tions continue to be rather quiet, 
and while there have been some 
minor price changes, there have been 
none of particular importance. Of 
the items listed in Twin Cities’ re- 
port the only change is increase in 
price on half and half solder from 
33 to 34 cents per Ib. 
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INFLATION TALK 


Many of the jobbers and retailers 
in this section look for a stiffening 
in the market. The retail demand 
for goods is increasing daily. Stocks 
are small, manufacturers have no 
warehouse surplus, and some of the 
leading factories are still reported 
to be running behind their normal 
production schedules. 

of these conditions indicate, 
market observers believe, that prices 
are likely to stiffen. Some talk has 
been heard about the possibility of 
inflation as a consequence of the 
sudden strength of the buying move- 
ment. This talk, however, is dis- 
credited by manufacturers and con- 
servative elements in the market. 
Manufacturers and jobbers have 
profited by the experiences of the 
past five years, and everything con- 
sistent with good business will be 
done, it is said, to discourage any- 
thing in the nature of “wild-cat” 
buying. 

There are no indications of any 








PRICE CHANGES 


The following price changes were made in the 
New York wholesale hardware market ‘during the 
past week: 

Wooden curtain poles were advanced one-quarter 
cent per ft. 

Mica was advanced approximately 20 per cent. 

Picks, mattocks and crowbars were reduced 10 per 
cent. (Jobbers refer to this as only a temporary 
price recession.) 

A new list on toggle bolts has been made effective 
showing a number of price readjustments. 

A new list on cap screws has been issued showing 
readjustments of a general nature. Jobbers antici- 
pate that new and possibly lower discounts will be 
issued soon applying to the new list. 

Copper rivets and burrs are now being quoted by 
some distributors at 40 per cent off list. 











speculative tendency on the part of instances, more poignantly than 
hardware retailers, who have profited even the manufacturer and the 


by recent business history, in some jobber. 


CURRENT MARKET QUOTATIONS 


The following are New York Job- 
bers’ quotations on some of the sea- 
sonable lines principally in demand: 
~yhpe VISES.—Columbian, No. 143, 
$3.25 each. 

AXES.—Handled axes, Rs 3 Ib:, 
$19.25 per doz.; 3% to 3% Ib. $19. 25 
per doz.; 3% to 4 lb., $19.75 per 
doz.: 4 to 5 Ib. $20.25 per doz.; 4% 
to 5% Ib., $20.75 per doz.; 5% Ib., 
only, $22.75 per doz. 

House axes, 2% Ib., 19 in. handles, 
$14.25 per doz. 

BOLTS AND NUTS.—Common car- 
riage bolts, small, 35 to 35-10 per 
cent; large, 35 to "35-10 per cent. 

Machine bolts, small, 45 to 45-10 
= cent; large, 45 to 45- 10 \ aed cent. 

ag screws, 45-10 per cent 

Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields. 65 per cent. 
CARPET a ae —Bissell, 
“American Queen,” 954 er doz.; 
*“‘Club,’”’ $108 per doz.; “Bllite, $60 
per doz.; “Grand Rapids.” Nic. $48 
per doz. ; “Grand ,Rapids,”’ Jap., $44 
per doz.; “Grand,” Jap., $60 per doz.; 
“Parlor Queen, ” $56 per doz.; ‘‘Prin- 
cess,” $50 per doz.; “Standard,” 
Jap., $36 per doz.; “Universal”’ Nic., 
$46 per doz.; “Universal” Jap., $42 


er doz. 

OY SWEEPERS.—‘Little Daisy’’ 
(3, 6 or 9 doz.), $2.10 per doz.;: “‘Lit- 
tle Queen” (3, 6 or 9 doz.), $3.50 per 
doz.; “Little Jewell” (1 doz., $10 
per r doz. 
COTTON GLOVES. —Jersey pattern, 
Zic. per pair; light canvas, without 
cuffs, 14c. per pair; heavy canvas, 
without cuffs, 22c. per pair. 
DOOR KNO 


BS.—Mineral rim, 18c. 


per pair, mineral mortise, 19c. per 
pair; jet, porcelain rim, 19%c. per 
pair; jet and porcelain mortise, 20c. 


eer pair. 

URNACE SCOOPS. — Furna 
scoops, hollow back, steel D handle, 
49c. each. Long handle, 52c. each. 
Hollow back, wood D handle, 63c. 
each. All less 5 per cent for bundle 


ots. 
GALVANIZED PAILS.—Galvanized 


pails, 8-qt., 19c. each; 10-qt., 22c. 
each; 12-qt., 14c. each; 14-qt., 27c. 
each: 16-qt., 32c. eac 


Heavy galvanized pails, 12-qt., 35c. 


14-qt., 40c. 16-qt., 46c. 


ch. 

Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; No. 3, 9lc. each. 
GALVANIZED SHEETS.—No. 14, 
4.70c. to 5.10c. per lb.; No. 16, 4.85c. 
to 5.25c. per Ilb.; Nos. 18 and 20, 5.00c. 
to 5.40c. per lb.; Nos. 22 and 24, 5.15c. 
to 5.55¢c. per Ib.; No. .30c. to 
5.70c. per lb.; No. 28, 5.60c. to 6.00c. 
per lb.; No. 30, 6.05c. to 6.45c. per 
Ib.; No. 28 and lighter, 36 in. wide, 
20c. higher. 

LINSEED OIL.—In lots of less_than 


each; each; 
each 


seed oil in bbl., “$1. 07 per g gal. Boiled 
oil is 2c. extra; double boiled oil is 
3c extra and oil in half bbl. is 5c. 
per gal. additional. 
NAILS.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg 

Wire nails, and brads in sm il ‘lots, 
70 per cent off list. 

Roofing nails, 1 x 12, 100 Ib., $8.20, 
galvanized; and sini. 20. 
POULTRY NETTING.—From New 
York stock, 40-2% per cent; f.o.b. 
Pittsburgh, 45-5 per cent. 
ROPE.—First grade Manila rope, 1l6c. 
to 18c. base per Ib.: hardware grade, 
14c. to 17c. base per Ib.; ist grade 
sisal, am per Ib.; 2nd grade sisal, 
12c. per 
SASH CORD.—First grade, 5ic. to 
55c. per lb. base. Prices vary in 
different sections of the city 
SCREWS.—Flat head steel abasiaien 
screws, 70 per cen 

und head steel machine screws, 

70 per cent. 

Flat head brass machine screws, 
60-10 per cent. 


Flat head steel wood = screws, 
bright, full packages, 75-20-5 per 
cent. 


Galvanized, 60-20-5 per cent. 

Flat head brass, 70-20-5 per cent. 

nouns head blued, 72%4-20-5 per 
cent. 

Round head nickel plated, 6214-20-5 
per cent. 

a head brass, 67%4-20-5 per 

nt. 

Prices vary in different sections 
of the -city. 
SIDEWALK SCRAPERS.—Sidewalk 
scrapers, tank riveted, 4 x 7, $3.65 
per doz.; scraper with shank, 5 x 7, 
Swanes with socket, 


a. = eat 


$8. 
SLEDS. —Fiexible Flyer sleds, No. 
$4 each; No. 


, $5 each; No. 3, $6. of 


each; No. 4, $7 each; No. 5, $9.25 

each; Junior Racer, $5.50 each; 

Racer, a5 75 each, less 33% per cent. 
Fire Fly Sleds, No. 9, 
10, 93 each; "No. 11, 


Oo. 
No. 12, $4.25 
ria each, less 40-5 per cent. 

NOW SH OVELS.—Snow shovels, 
steel 2 rivets, long handle, $4.75 per 


each. Fire ly Racer, 


Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz 
SOLDER.—Kester states solder in 
1- oe spools, 60%c. per spool. 


Bar solder, commercial grade, 
35'6c. mh... lb. Strip solder, in 5-Ib. 
boxes, 43c. per Ib 


TOOL HANDLES (Agricultural).— 
Hay fork handles, bent, 5-ft., 33c. 
each; 6-ft., 51c. each. 

Manure fork handles, bent, 4%4-ft.. 


29c. each. 
Spading fork handle, 4%-ft., 36c. 
Hoe handle, shank or socket style, 


414-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

Long shovel handle, bent, 4%-ft., 
37c. each. 

Long spade handle, 4%-ft., 37c. 
each. 


Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with or ferrule and 
cap, 58c. each. Spading style, 40c. 
each. 

Spading style, seem strap ferrule 
and cap, 63c. each 
WEATHER STRIP.—Weather strip, 
double rubber, 6626-5 per cent dis- 
count; single rubber, 6634-5 per cent 
discount. Felt, 60 per cent discount 
Flexible, all rubber, 60 and 5 per 
cent discount. 

WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.35 
per 100 sq. ft. 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14- mesh, $3.25 
per 100 sq. ft. 

Copper “wire cloth, 14-mesh, $7.25 
per sq. ft. 

RE, 14-mesh, $7.50 per 100 sq. 
ft.; bronze, 16-mesh, 98.85 per 100 


+ cloth, galvanized square mesh 


cloth, %-in. ‘mesh. $5 per 100 sq. ft.; 
-in. mesh, $5.25 per 100 . ee. 
44-in. mesh, se 50 per 100 sq. ft. 
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Chicago Distributors Report Active Demand 
—No Price Changes in Sight 


(Chicago office of HARDWARE AGE) 


HE Chicago hardware market is holding firm. Prac- 
tically no indications are apparent that indicate any 
material changes in the price levels for the near 
future. Business is said to be starting off very well, with 
sales ahead of the corresponding period last year. 
Prospects for continued railroad car buying are regarded 
as favorable and this will mean a large consumption of 
steel products, with good employment of labor. 
inquiries for structural material have been made and con- 
siderable business has been placed this year. 
also gives indications of being very active for some time 
The automotive concerns have entered the 
market for considerable material which has helped to 
Inquiries for wire 


to come. 


swell the unfilled business totals. 


ALARM CLOCKS.—Little improve- 
ment noted in stocks; demand very 
heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13. 20 in doz. lots, $12.84 in case lots: 
Black Bird, 96 in doz. _ $18.36 
in case lots}, Bunkie, $20. in doz. 
lots, $20. in case ists: oe 
$13.20 in A lots, $12.84 in case lots: 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


AMMUNITION AND FIREARMS.— 
New prices have been issued by all 
manufacturers, but there will be little 
difference in the new net cost to the 
dealer as contrasted with what he ac- 
tually paid for ammunition last year. 


AUTOMOBILE ACCESSORIES.—Cold 
weather and snow in the northern dis- 
stricts has created a brisk business in 
chains, radiator covers, heaters and 
other cold weather equipment. 


We goats from jobbers’ 
f.o.b. Chicago 
Spark Piugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
pat lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C, 
Special Ford, 44c. each. 
No. 3286, 


Spot Lights.—Anderson, 
$6.50 each. 

eal A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, 91.80 each; Ajax, No. 
6, 90c. each; National Standard, No. 


21, $1.20 each. 
Pumps.—Rose, 1%4-in. cylinder, $1.55 


ach. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 

We quote f.o.b. factory: 


stocks, 


Snap-on Wrenches.—No. 101, Mas- 
ter Service set, + is No. 202, "Heavy 
Duty § set, $8 0. 404, Universal 
Socket set, $7: “ 505B, Screw 
Driver set, 93.40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


AXES.—The below prices will rule at 
least to April 1, at which time prices 
will be announced. No considerable 
change expected, if any, at that time. 
Current demand is active, with best 
sales - competitive grades. 


quote from jobbers’ stocks, 
cok Chicago: First quality single 
bitted umhandled axes, 3 to 4-lb., $14 





products set in. 


ahead. 


Heavy 
This field 


doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BALE TIES.—Current sales fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago district: Bale ties, 70 
per cent discount. 


BIC YCLES.—Good business being 
booked and it looks as if the volume 
would be heavy. 


BOLTS AND NUTS.—Demand good; 
prices holding firm; no changes pre- 
dicted in near future. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Small carriage bolts, 
rolled thread, 50-10 per cent discount; 
small carriage bolts, cut thread, 50 
per cent discount; large carriage 
bolts. cut thread, 50 per cent discount; 
Small machine bolts, rolled thread, 
60-5 per cent discount; small machine 
bolts, cut thread, 50-10-5 per cent 
discount; large machine bolts, cut 
thread, 50-10-5 per cent discount: all 
stove bolts, 70-10-5 per cent discount; 
lag screws, 50-10-10 per cent discount. 


BUILDERS’ HARDWARE. — Interest 
continues strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel inside sets, case lots, 
$7.80 per doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought brass 
bit-keyed front door sets, $3.25 per 
aes cylinder front door sets, $7.50 per 
set. 


CHAIN.—Prices unchanged at the re- 
cently reduced basis; demand very ac- 
tive on all sorts of chain. 


quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 lb.; American coil chain, 
40-10 per cent off list; No. 004% elec- 
tric welded cow ties, $2.75 per doz. 


CLIPPING AND SHEARING MaA- 
CHINES.—Good sales reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 clipping 
machine, $12.75 list; one man power 
shearing machine, $21 list; top plates 
No. 90 and 360, $1.25 each list; bottom 
plates No. 99 and 361, 91.75 each list; 
dealers’ discount, 3314 per cent. 
Stewart electric clipping machine, 


pedestal type, $85 list; shearing ma- 
chine, $90 list; 
per cent. 


COPPER RIVETS AND BURRS.— 


Prices firm and unchanged; demand un- 
usually good. 


dealers’ discount, 25 


products are showing increased interest. 
steel by farm equipment manufacturers are assuming pro- 
portions not reached since the slump 


Purchases of 


in agricultural 


From a manufacturing viewpoint in this section, busi- 
ness shows every indication of being good for some time 
Local distributors of hardware report a very 
active demand and information gathered thus far seems 
to point to a very active spring on the part of retailers. 
It would seem, from facts available, that there will be 
considerable building in small towns and rural sections 
during the early part of the year. 
pressed at several of the conventions in agricultural sec- 
tions this year seems to point to a return of a considerable 
portion of the buving power of the farmer. 


The confidence ex- 


stocks, 


We quote from jobbers’ 
and 


f.o.b. Chicago: Copper rivets 
burrs, 40 per cent discount. 


COTTON GLOVES AND MITTENS.— 
Cold weather has brought out good cur- 
rent business. The trade is liberal in 
placing fall orders and considers the 
present market a good “buy.” 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Knit wrist gloves, 6-oz. 
$1.80 per doz. pr.; 8-0z., $2.10 per doz. 
pr.; 10-oz., $2.30 per doz. pr. 

CUTLERY.—Current sales said to be 
good; prices firm. 

DOOR SPRINGS.—Future orders good; 
wide demand will not open up until 
cia 


Se from jobbers’ stocks, 
tom Chicago: Perfect No. 2, 365c. 
doz.; No. 3, 40c. oa No. 4, 44c. doz.; 
No. 6, 52c. doz.; 6, 63c. doz.; No. 
7, 70c. doz.; Rane] light, $1.80 doz.; 
medium, $2. 50 doz.; heavy, $3.75 doz.; 
Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE.—De- 
mand continues very good; firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14, rubber covered 
— 1000-ft. 

No. 18 lamp re $15 per 
1000 ft; a 1000-ft. lots, e123 75: 14-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each: in lots of 
ten, 52c. each; one-piece attachment 


plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%c. each; less than 


case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.—No 
change in prices; orders in great vol- 
ume, season considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smith’s sledges, 5-lb. and heavier, 
lle. per Ib 

FIELD FENCE.—Improved interest is 
being shown for spring delivery with 
March 1 dating. 

We quote from jobbers’ stocks, 


f.0.b. Chicago: Field fencing, 60% per 
cent discount from list. 


FILES.—It is reported that no price 


changes are contemplated; demand 
good; prices very firm. 
We quote from jobbers’ stocks, 


American files, 65-5 
Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list 


FISHING TACKLE. — Future orders 
taken last fall now being shipped; out- 
look for 1924 is for a large demand. 


f.o.b. Chicago: 
per cent off list; 
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FOOD CHOPPERS.—Sales have been 
very good; demand should continue dur- 
ing January and February. 
We quote from jobbers’ 

f.0.b. i +d cheppere, —_ 

versal No. $15 doz 1, 

$18.20 per aon: No. "$22. 35° per aoe. 
GALVANIZED AND TINWARE.— 
Tubs and pails moving freely for re- 
tailers, due to the January and Febru- 
ary after inventory sales which promi- 
nent distributors encourage with spe- 
cial prices at this season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, 
$1.85 doz.; 10-qt., $2.10 doz.; 
$2.30 doz.; 14-qt... $2.57 doz.; 
. wash tubs, No. ‘ 

doz.; No. 3, 98.25 doz.; 2-gal. 
galvanized kerosene can (tin breast) 

4.25 doz.; 5-gal. galvanized kerosene 
can (galvanized breast) $7.50 doz.: 
1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—No change in 
price; demand good; in general, fac- 
tories are working full time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 
100-lb. kits, $3.55; glaziers’ points, 
— 1, 2 and 3, one doz. packages, 

Cc. 


HANDLED HAMMERS.—-Orders con- 
tinue to show substantial increase in 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-o0z. 
ball pein, $8. 80 per doz.; competitive 
forged nail hammers, $5. 60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, AGRICULTURAL— 
Spring orders going fairly well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4 
ft., $4.50 doz.; 5-ft., 95.50 d 
41% - ft., $4 doz.: 5- ft., $4.80 fa. x 
444 -ft., $2.40 doz.; 5-ft. $2.80 doz. 

Hay Fork hire mr chucked 
and bored, best grade with strap, fer- 
rule — cap, 4%-ft., $7.50 doz.; 5-ft., 
$8.50 doz.; XX bent. with strap, fer- 
rule and cap, 4-ft., 
5.75 doz.; 4%-ft. 
. xX bent, 414-ft., $3 doz.; 
5-ft., $3.40 doz. 

Manure Fork ‘ge aT oe ag best 
grade, 4-ft., $4.75 doz.;: 4%-ft., 
doz.; XX bent, 4-ft., $4.15 doz.; 
$4.40 doz.; -. bent, 4-ft., $2. 60 doz.: 
4%-ft., 92. "95 

Garden my °Handles. oe 414-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

ore ‘Rake Handies.—XX 514-ft., 
$5.25 d X 5%-ft., $3.25 doz 

ee ‘Handles. —Regular ey 
XX 4%-ft., $5.90 doz.; X 41%4-ft., $3.90 
doz.; D-handle, best grade, $7.95 doz.; 
x pe $6 doz 

Spade Handles. 7 Nye best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—No change in these 
lines; prices strong, with advancing 
tendency; sales reported active. 


Wee quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz 


HATCHETS.—Prices unchanged, but 
are lower than last summer; sales ac- 
tive. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
a ae forged shingling hatch- 
ets, No. 2, $8.45 


stocks, 


HINGES.—Present - se being main- 
tained; current business good. 
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Wee quote from jobbers’ stocks, 
f.o.b. citenmes weit strap hinges in 
bundles, 4-in., $1.12; 

; 8-in., "$3. 21; 


8-in., 35 05: 10-in., 5 64 per 
doz. pairs. 


ICE CREAM FREEZERS. — Orders 
coming in fairly well. 


We quote from jobbers’ stocks, 
ay Chicago: White Mountain, ™M 
$4.85 list; 2-qt., $5.65 list; 3-qt., 

36. 75 list; 4- qt., $8. 25 list; 6-qt.. $10. 45 
sai 8- a $13 


Arctic 1-qt., $4 list; 
3-qt., $5.55 ne 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt $11.10 list. All the 
above less 50 per cent discount. 





Enjoys Reading It 


“‘Hardware Age, 
“New York City. 
“Gentlemen :— 

“Kindly send HARDWARE 
AGE to my new address which is 
enclosed. 

“I enjoy reading it, will watch 
and look forward to its coming 
weekly. 

“Sincerely, 
“Joseph E. Martin, 
“Royal Oak, Mich.”’ 











ICE SKATES.—Cold weather has made 
a heavy demand; many re-orders being 
placed; wholesale stocks in good condi- 
tion, except on shoe outfits. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men and boys, bright finish, 76c. per 
pair; key clamp, rocker, men and 
boys, nickel finish, $1. 10 per pair; 
key clamp, rocker, polished steel 
runners, $1.36 per pair: key clamp, 
hockey, women’s and girls’, $1.38 per 
pair; % key clamp, rocker, women’s 
and girls’, $1.31 per pair; % key 
clamp, hockey, women’s and stria’, 
$1.38 per pair; screw-on hockey, $1.19 
er pair; men’s ice skate outfits, 
4.75 per pair; women’s ice skate 
outfits, $5 per pair. 


INCUBATORS.—Excellent demand con- 
tinues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount; insulated chicken waterers, 
$3.25 each. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—January and February 
business should be unusually good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ——a No. $7 of 


4-qt., $97.28 each; No. 31, 6-qt., 

each; No. 35, 8-qt., $8.67 each. 
NAILS.—Many of the mills anticipate 
a shortage in this class of goods after 
Feb. 1, as stocks are low in the coun- 
try and the mills have not been able to 


accumulate stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Interest particularly 
active in these lines for spring deliv- 


ery. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
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$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—No changes; de- 
mand good. 


We quote from jobbers’ stocks, 
f.o.b. hi 


Chicago: 
Linseed Oil.—Raw, barrel lots, $1.01 
per gal.; 5-barrel lots, 96c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
= 03 per gal.; 5- barrel lots, 98c. per 
~ Turpentine.—Barrel lots, $1.14 per 


al, 
Denatured Alicohol.—Barrel 


lots, 

54c. per gal. 
White Lead.—100-lb. kegs. 14\c. 
per 100 lbs.; 50-lb. kegs, 14%c. per 


100 lb.; kegs, 14%c. per 100 Ib. 
Dry Paste.—In arrels, 6c. per Ib. 
Shellac.—(4- lb. goods) white, $3.75 
per gal.;: orange, $3.60 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 lb. 


PYREX OVEN WARE.—Spring busi- 
ness looks promising; dealers’ stocks 
low, due to excellent holiday business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No, 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 


232 
RADIO.—All Cunningham and Radio- 
tron tubes are now $5, list; demand for 
complete sets increasing and manufac- 
turers getting behind on orders; tubes 
very short. 

REFRIGERATORS. — Shipments have 
started to the trade; good season pre- 
dicted. 

ROLLER SKATES.—Dealers getting 
stocks in readiness for spring. Demand 
heavy, especially in the South. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys ball 
bearing, $1.45 pair; Girls ball bearing, 


doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, 4 doz 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 

Pie Plates.—No. $6 doz.; No. 
203, 97.20 doz.; No. 309. " $7. 20 doz 

Tea Pots.—2-cup, — doz: a -cup, 
$24 doz.; 6-cup, $28 d 

tie aan Pans.—No. 231, $8 doz.; No. 


$1.55 pair. Union boys ball bearing, 
$1.55 pair; girls ball bearing, $1.65 
pair. 


ROPE.—Although advances on manila 
and sisal rope are expected, none have 
yet been announced. The Mexican situ- 
ation greatly interrupts the supply of 
sisal fiber. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 15%c. per Ib.; 
No. 2 manila rope, 14%c. per Ib., base: 
No. 1 sisal rope, fighest quality, 
standard brands, 13%c. per Ib., base; 
No. 2 sisal rope, standard brands, 
12l%4c. per Ib., base. 


SASH CORD.—Local prices still un- 
changed; business good. 

Wee quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 

SASH PULLEYS.—Business continues 
active on account of the large building 
program. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
60c. doz.; barrels, 54c. doz.; Common 
Sense, 2- in., 60c. doz.; barrels, 54c. 
= ; ‘No. 105, 57c. doz.; barrels, 53c. 
OZ 


SCREEN DOORS .—No changes report- 
ed; spring shipments will start about 
Feb. 1. 


We quote from tg ol stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $23.15 doz.; No. 296, 2-8 x 
6-8, $28.20 doz.; es "811, 2-8 x 6- g. 
$33.20 doz.; No. 515G, 2-8 x 6-8, $46 
doz.; Window screens, No. 1833, $5. 30 
doz.: No. 2433, $6.50 doz. . 
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SCREWS.—Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head .£ bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


f.o.b. Chicago: 
sheets, $5.85 
black sheets, $ 


We quote from jobbers’ stocks, 
28-gage galvanized 
er 100 Ib.; 28-gage 
.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—The de- 
mand runs each season more strongly 
to the better and heavier grades. Fu- 
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shipped on spring orders; barbed wire 
sales slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 


STEEL GOODS.—Business placed for ture orders being placed freely by deal- No. 9 galvanized, plain wire, $4.15 


spring delivery good. Current business 
expected to be heavy when season 


ers, in view of the fact that prices con- per 100 Ib.; 
tinue the same as last fall, with no 
prospect of decline ahead. 


polished fence staples, 
$4.25 per 100 Ib.; — Ng spools 
painted barb wire. 4.30 per 100 Ib.; 

12-mesh black wire cloth, $2.10 per 


opens. Ww age Dateteateel teal ye 8 * $0.4 ; 12- —— galvanized — 
ty quote from jobbers’ stocks, clot per sq -mes 
SOLDER AND BABBITT METAL.— Chicago: gage 6-in. pipe, bronze wire cloth, $6.70 per 100 sa. 


Prices are higher and very firm, as both 


S17. 50 per 100 joints; 


28-gage, 6-in. ft. in 50-ft. rolls; galvanized before 


: . . pipe, $15.50 per 100 joints; 30-gage, poultry netting, 45-10 per cent dis- 
lead and tin maintain a steady advanc- 6-in. pipe, $13.50 per 100 joints; 23- count; galvanized after poultry net- 
ing trend. gage, 6-in. elbows, $1.60 per doz. tings, 45 per cent discount. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $32 per 100 Ib.; medium, 45-55 
solder, $31 per 100 lb.: tinners’ 40-66 
solder. $30 per 100 Ib.: high speed 
babbitt metal, $20 per 100 lb.; Stand- 
-_ No, 4 babbitt metal, $12 per 100 


STEEL SHEETS.—Prices very firm; 
demand good, season considered. 


f.o.b. Chicago: 


WHEELBARROWS.—Orders in better WRENCHES.—Prices firm; nothing in 


volume as spring selling season ap- the nature of a change reported. 
proaches; prices firm and unchanged. 


We quote from jobbers’ stocks, 
Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows. $6 each. 


WIRE GOODS.—Screen wire now being 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40 - 10 per cent off; engineers’ 
wrenches, 25 per cent off: knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
60-71% per cent off. 


New England ‘T'rade’s Interest in Futures 
on Increase as Retail Stocks Diminish 


(Boston office of HARDWARE AGB) 
LTHOUGH greater Boston retail hardware dealers 
have experienced weather conditions generally non- 
conducive to the sale of such winter merchandise as 
sleds, skates, etc., it is quite remarkable how many of these 
articles they have sold. The answer is that people in 
cities have bought winter sport goods to use out of town. 
In the western part of Massachusetts, and in Maine, New 
Hampshire and Vermont, the retail trade has enjoyed an 
average winter goods year so far. The open winter, there- 
fore, has had no terrors for the average retail New Eng- 
land dealer. 

Perhaps this fact in a large measure accounts for the 
volume of retail buying of hardware both for immediate, 
but more especially spring requirements. It certainly 
spells confidence in the trade regarding the future. There 
seems justification for this confidence. The cotton and 
woolen mills are quiet, to be sure, and other lines of in- 
dustry are less active than they were two months ago. 


But general business is improving in this section of the 
country, and by the end of another month should be fairly 
on its way to prosperity unless all signs fail. Manufac- 
turers, especially those of merchandise in which iron and 
steel play an important part, are buying from the mills 
more freely, indicating they are getting or expect to get 
business. Money is plentiful. Call money, money that is 
loaned to stock brokers, last week was reduced to 4 per 
cent. It had been 5 per cent so long people had begun 
to look upon the rate as permanent. With money 4 per 
cent it is no time to go short of stocks. And if it is not 
time to go short of stocks, it is quite certain the stock 
market is discounting good times ahead. 

In a broad way, recent inventory taking disclosed small 
retail stocks, another healthy sign. Turnovers in 1923 on 
many lines of goods were increased. While retail dealers 
are buying freely they are still conservative, meanihg 
they will endeavor in 1924 to turn goods over often on a 
small inventory. 


BOLTS AND NUTS.—Contrary to a_ bottles have been reduced approximate- CHAIN.—Following a revision in man- 


lively rumor, there has been no change ly 10 per cent. 
in bolt and nut prices either by mills 
or jobbers. The general demand for stocks 
bolts and nuts is improving, both in 


a small and large way. Jobbers’ stocks 15%, $2.10; No. 


are in fairly good condition, but will 
be improved shortly inasmuch as they 
have ordered quite heavily from mills. 


We quote from Boston jobbers’ 
stocks: 


91. 65 each, list; 


No. 71, pint, 


We quote from Boston jobbers’ 


Botties.—Thermos line, No. 11Q, 
> No. : : 


No. 22, quart, $2.50, 
com petitive: No. 111, pint, $1.05 net; count; 12 to 49 sets, 33% per cent 
green, No. 70, gies: -pint, $1.75 list; 


$2.85; ate ge oe No. 591, pints, 
$2.75: No. 592, $4.5 


ufacturers’ lists, jobbers have reduced 
prices on skid chain 1 cent per lb. and 
on cable about the same. 


6Q, $4; No We quote frormh Boston jobbers’ 
$2.35; No. 15Q, stocks: 
No. 21, pint, - Tire Chains.—McKay and Weed 


makes, 1 to 11 sets, 25. per cent dis- 


discount; 50 sets and more, 40 per 
cent discount. 

Skid chain.—,-in., 16c. per Ib., net; 
%-in., 15c.; ye-in., 14c.; %-in., 13%. 


No. 72, quart, 


Fillers —Thormos. line, Machine Chains.— Twist lengths, 

Boits.—Machine bolts, with H. P. 95c. list; No. 15F, $1; No. 160%, $160" fs-in., 15c. per 1b.; %-in., 13c. per 
nuts, % x 4 in. shorter and smaller, Discount.—Small lots 25 and 10 per ib.; trip, 12%c. per Ib.; long or open 
40 and 10 per cent discount; larger cent; case lots, 25, 10 and 5 per cent. length fink chain, }?;-in., 16%c. per 


and longer, 40 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; common 
carriage bolts, 40 per cent discount; 
Eagle carriage bolts, 50 per cent dis- 


er lb.; #%-in., 14c. 


CARPET SWEEPERS.—Jobbers report 1. 4!" _,J5e- per Ibs fe-in,, Thc. 
a large amount of bookings on carpet 


llc. per Ib. 
Proof Coil Self-Colored Chain.— 


count; stove bolts, large lots, 65 and 
5 per cent discount; small lots, 50 
per cent discount; bolt ends, 40 per 
cent discount; tire bolts, 45 per cent 
discount. 

Nuts.—H. P. all kinds, list: C. P. 
& F., all kinds, 1 off list; check nuts, 
list; semi-finished hexagon nuts, *- 
in. ‘and smaller, 60 and 10 per cent 
discount; larger, 50 per cent discount; 
semi- finished case-hardened nuts, 50 
per cent discount. 


BOTTLES.—In common with other 
makes, prices on the Universal line of 


We quote from Boston jobbers’ 
stocks: 

Carpet Sweepers.—Grand Rapids, 
japanned, $44 per doz.; nickeled, $49; 
Standard, japanned, $36; Universal, 
japanned, $42; nickeled, $46; Ameri- 
can Queen, 

Vacuum Sweepers.—Universal, No. 
E720, $35 each; in lots of three. Lf 
in lots of twelve, $31.50; No. E72 
with attachments, $41.50 ‘each: in es 
of three, 939.50; in lots of twelve, $38. 


higher. 


sweepers for spring delivery, and un- ir-in., $14.65 per 100 Ib.; 4-in., $12.85; 
usually good requisitions for this time ’ 
of the year for immediate delivery. 


-in., 1.20; -in., 0 v,-in., 
$9.45; n-&.. $9.10; %%-in., 15: %- 
in.. $9.40: %-in., $9.10; 1- -in., 80. 


98. 
For ne than 100 Ib. about 2c. per 
Ib. a is charged. 
Ca earstky in., $13.65 per 100 lb. net; 
$875: 1.90; ,-in., $10.40; %-in., 
5 a? = $8.65; VY, - -in., $8. 20: 5% -in., 


COTTON WASTE.—tThe local market 
on cotton waste is 2 cents per Ib. 
The advance is due to the high 
cost of the raw material. 
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We quote from Boston jobbers’ 
stocks: 
Cotton Waste.—White extra, 18c. 
per ib. net; No. 1 XXX, lic.; No. 
ie me Colored standard, 13c.: No. 


DOOR SPRINGS.—Increasing interest 
is shown by retail dealers in door 
springs, but most of the orders being 
placed are for spring or later delivery. 
We quote from Boston jobbers’ 


stocks 
Seer Springs.—No. 11, 45c. per _ 
net; No. 12, 55c.; No 


50c.; No. 13, 
14, 66c.; No. 15, 67c. 
CARDS.—It is intimated horse cards 
will undergo a price revision before the 
close of another week. 
FENCING.—No fault can be found 
with the volume of fencing business on 
their books, say jobbers. Indications 
are 1924 will be one of the best years 
on record as far as this class of mer- 
chandise goes. 

We quote from Boston jobbers’ 


stocks: 

Fencing.—Keystone Steel & Wire 
Co. line, Blue Ribbon from store, 50 
per cent discount; factory shipments, 
No. 832, $6.10 per roll, net: No. 636, 

- No. 846, $4.90; No. 1047, 6-in. 


$7.90; No. 1047, 12-in., stays, 

Staples, Blue Ribbon wire, 

100 lb., in full packages 

FOOD CHOPPERS.—Jobbing quota- 
tions on all Universal meat choppers 
carried but one, No. 344, have been 
marked up 10 per cent. The price on 
No. 344 remains as heretofore. 


We quote from Boston jobbers’ 
stocks: 
_Food Choppers.—Russell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 
$33; No. 3, $42. Discount, 25 and 10 
per cent. Universal line, No. 323, 
$3.25 each list; No. 331, 95; No. 333, 
$5.50; No. 304, $8.75: No. 344, $14. 
Discount 25 and 10 per cent. 
FREEZERS.—Forward bookings of ice 
cream freezers are increasing. Manu- 
facturers of ice cream met in Boston 
last week, and production figures given 


out at the time were remarkable. 


$5.10 per 


We quote from Boston jobbers’ 


stocks 

Presser. —White Mountain, 1-qat., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8. 25: 6-qt., $10.45; 8-qt., $13.50; 
10-at., 918; 12-qt., $21 50; 15-at.. $25; 
20-qt., $33.20; 25- -at., $42.60. 

Arctic, 1-qt. $4 list; 2-qt., $4.60 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 12-qt., 
916.65; 15-qt., $23.30; '20- -qt., $30. 

Jobbers’ discount, 50 per cent from 


store or factory. 


Alaska, 1-qt., $2.95 list; 2-qt., $3.45; 
€ -qt., $4.10; 4- -qt., $5; 6-qt., $6.30; 
8§-qt., $8.20; 10-qt., $10. 75: 12- -at., $14; 
15- -qt., $17. Discount, 20 and 10 per 
cent. Alaska special. 2-qt., only, 
$2.25; less one-third off 

Auto Vacuum, 1-qt.. $5 list: 2-qt., 
$6; 3-qt., $8; 4-qt., $10. Discount, 


33% per cent. 


HANDLES.—Additional business has 
been booked the past week by jobbers 
for handles to be delivered next spring. 
Retail stocks unquestionably are low. 
The call for axe handles for immediate 
needs is wonderfully good for January. 

We quote from Boston jobbers’ 
stocks: 

Handles.—Axe, hickory, 
ity, 28-in., $6. ° ws doz. net; 
$4, 99: 32- in., $4. 

Pick.—First 
per doz. net. 


Hay Fork.—Chucked and burred, 
straight, 4-ft., $3.20 per doz. list; 4%- 


first qual- 
30-in., 


- 36-in., $7.67 


ft., $3.60; 6-ft., $6.70; bent, 3%-ft., 
$3.40: 4-ft., $3.90: 41%4-ft., $4.40; 5-ft., 
$5. Discount, 33% per cent. 

Manure Fork.— Bent, plain, $3.80 
per doz. list, with ferrule, .40; 


malleable, D- handle, plain, $6. 60, with 
ferrule, $8. 10; discount, 33% per cent. 
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Wood D-handle, plain $6.90, with fer- 
rule, 98.40; discount, 10 per cent. 

Spading Fork. —Malleable, D-han- 
dle, $6.60; wood D-handle, $6.90; 
strapped with malleable D- handle, 
$11.10; discount, 33% per cent; wood, 
with D- -handle, $11.40; discount, 10 
per cent. 

Hoe.—Field, chucked and burred, 
poplar and ash, $3.40 per doz. list; 
not chucked, ash, $3.40. Motor hoe, 
6-ft., $6.70; discount, 33% per cent. 

Rake. —Garden, 6-ft., $6.20 per doz. 
list, 334% per cent discount; steel D- 
handle, $2.28 net 

Ferrules. —Manur re, $1 per doz. list; 
non bY $1; hoe, 85c.; discount, 33% per 
cen 


HOSE.—Jobbers have had no further 
word from the Boston Woven Hose & 
Rubber Co. since early this month, 
when prices were withdrawn. At the 
time, jobbers took it for granted prices 
would be advanced. Raw material 


costs certainly justify higher hose 
prices. 
We quote from Boston jobbers’ 
stocks: 
Rubber Hose.— %-in., in 50-ft. 
lengths, Commercial, 8c. per ft., net; 


Pointer, 8%c.; Leader, 9%c.; Olympia 
(wire wound), 10c.; Good Luck, llc.; 
10%c.; Milo, 12%c.; Bull Dog, 


For 25-ft. lengths add %c. per 





Naturally ! 


‘“*Hardware Age, 
““New York City. 
“Gentlemen: 

“HARDWARE AGE is the 
best of the five journals I re- 
ceive. 

“Wishing you the best of 
prosperity and success, I am 
“Very truly yours, 

“CG. W. Ankerman, 
“Calhoun, Ky.” 











IRON AND STEEL.—Jobbers have 
made their price on open-hearth spring 
steel, flat bars wider than %-in. and 
thicker than 7/32-in., 5 cents sper Ib. 
base, and smaller sizes, also round and 
squares, 8 cents per lb. base. This 
change represents a reduction of 1% 
cents to 2 cents per lb. Steel and iron 
prices otherwise remain as heretofore. 
The demand for mill products is excel- 
lent for this time of the year, thanks 
to the open winter. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.5114 per 
100 Ib.; flats, $4.40; plain round and 
square concrete bars, $3.76%; de- 
formed bars, $3.76%; structurals, an- 
giles, channels, beams, $3.61%; tire 
steel, $4.80 open-hearth 
spring steel, 8: crucible spring 
steel, $12; bands, $4.311%4; hoops, $5. = 
to 6.30; cold rolled steel, $4.35 
$4.85; toe calk steel, $6. 15; 2 = Rn 
93. 61% to $3.86%. 

lron.—Refined bars, $3.51% per 100 
lb.; best refined bars, eT yt Wayne, 
$5. 50: Norway, $6.60 to $7. 

no Re sl ell wil of less 
than 1000 Ib. of a size, 50c. per 100 
oa" lots of 1000 to 1999 lb., 20c. 
extra. 


LATCHES.—The Yale & Towne Mfg. 
Co. has made a considerable reduction 
in prices on rim latches, and jobbers 
have taken similar action. 
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Ra ae quote from Boston jobbers’ 
stoc 

Rim Latches.—Yale & Towne Mfg. 
Co. line, No. 42, $3.10 each i $2.33. 


042, $2.33; No. 36, $2; No. 0343 
Discount 20 and 5 per cent. 
PADLOCKS.—The Yale & Towne Mfg. 
Co. has also made a sizable reduction 
in prices on padlocks. 
We quote from Boston jobbers’ 
gn —Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 10 
per ‘cent. 
POULTRY SUPPLIES.—Feeders,foun- 
tains, heaters, hoppers, grit and shell 
boxes, netting, in fact all kinds of poul- 
try supplies, are in excellent demand, 
with jobbers shipping for immediate 
requirements in sizable quantities. The 
big buying movement is for spring de- 
livery, however. Netting is the selling 
leader. 


We quote from Boston jobbers’ 
stocks: 

Incubators.—Queen line, style K, 
No. 20, 70 egg capacity, — «x each; 
No. 21, 120 eggs, $27.50; 22, 220 


eges, 
No. 


; . 0 eggs, $132; 
1000 eges, $157. Discount, 30 ox’ cent. 
Brooders.—Queen No. 600 
chick capacity, $21.50 each; No 

1200 chick capacity, $26.50. Discount, 
30 per cent. 


Poultry Netting.— From _ Boston 
stocks, 40 per cent discount; direct 
factory shipments, 45 and 5 per cent 


discount, f.o.b. Pittsburgh. 
Staples.—Galvanized poultry net- 
ting, direct factory shipments in car 
lots, $5.25 per cwt.; in less than car 
lots, $5.50. From jobbers’ stocks, in 
100-Ib. kegs. $6.75 per cwt.; in 10-Ib. 
packages, $8; in 1-lb. papers, $9: in 
Git papers, $9.75; in 4-lb. papers, 


RADIO GOODS.—Wonderfully good 
reports on radio battery sales are had 
everywhere, and jobbers are constantly 
obliged to replenish stocks. Radio 
parts and sets are selling as well or 
better than a year ago, consequently 
the 1924 turnover will, it is anticipated, 
make a better showing than the 1923. 


We quote from Boston jobbers’ 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. ~~ 35 amps., 90c. each; voltmet- 
ers, 34B, 0 to 30 volts, 91. 50 each; 
No. 340, 0 to 50 volts, $1.85 each. 

Eveready B & Cc batteries are 
quoted in various lots, net. as follows: 


Less 0 50 
No. 10 to 49 plus 
Pe ae $1.05 $1.00 $0.90 
iG ¢ ive se 1.35 1.27 1.13 
ree 1.35 1.27 1.13 
Dt é.c one eCn 1.75 1.67 1.50 
UT th oa! 6 ie te 3.50 3.34 3.00 
a Se 9.00 8.25 7.50 


REFRIGERATORS.—A few orders, the 
advance guard, of refrigerators for 
spring delivery, have begun to flow 
into the wholesale market. Jobbers are 
well stocked, consequently the earlier 
the shipment the better the selection. 


We quote from Boston jobbers’ 


stocks: 

Refrigerators.—Eddy line, in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 


each lis 

SCREWS.—The Ferry Cap & Set 
Screw Co., Cleveland, is out with a new 
price list which becomes effective Feb. 
1, showing a general readjustment of 


list prices. On popular sizes of hexa- 


gon cap screws list prices have been 
advanced $1.45 to $13, on set screws $1 
to $5.40, and there have been smaller 
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advances on other items, while flat 


heads have been reduced slightly. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright, 
75 per cent discount; flat head, blued, 
75 and 5 per cent discount; round 
head blued, 72% per cent discount; 
flat head, brass, 70 pet cent discount; 
round head, brass, 67% per cent dis- 
count; flat head, galvanized, 57% pe 
cent discount: flat head, nickel, 62% 
per cent discount; round head nickel, 

62% per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., No. 1. 
2 and 3, 45 per cent discount; No. 4 
and larger, 0 and 10 per cent dis- 
fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 50 and 10 per cent discount; can 
screws, square and hexagon, 50 and 
10 per cent discount; flat head can, 
20 per cent discount; fillister can, 
334%, per cent discount; lag screws, 40 
per cent discount. 


SOLDER.—As intimated last week, 
jobbers have advanced prices on bar 
solder to 38 cents to 40 cents per Ib. 


TOASTERS.—In the spirit of coopera- 
tion, manufacturers of toasters are 
making special prices in an effort to 
help along the “Eat More Toast” cam- 
paign. The new prices hold good until 
Feb. 15. 


We 
stocks: 


quote from Boston jobbers’ 
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Toasters.—Universal line, No. 942, 
oven, in lots of less than three, $65. 40 
each; in packages of three, $5.20; in 
lots of twelve or more, $4. 80. Reveres, 
in lots of less than six, 95 each, net; 
in lots of six or more, $4.70. 


TIRES.— Jobbers are getting very 
bullish on automobile tires. They say 
they believe that prices will be higher 
before they are lower, and, therefore, 
are urging retail dealers to buy. Their 
efforts are meeting with some success. 
More than 4,000,000 automobiles were 
produced in 1923, which means 16,- 
000,000 tires to say nothing of the mil- 
lions of cars already in use. 
We quote from Boston jobbers’ 
stocks: 
Tires.—Hartford line., Feng 30 x 
3%-in., $9.95 each, net; x 34%-in. 
extra, $11.40. Straight side al ae. 30 


x 3%-in., $11.60; 31 x 4 
32 x pas $ 


4%-in., $22; 35 x i 22.60; 
36 x 6%-in., $23. ‘15; 33 x 5-in,, $26.10; 
35 x 5-in., 40. 

Richland Line.— Oversized cor 

clincher, 30 x i i? 50; straight 
side tires, 30 x $1 1. 50; 
34% - in., 5 
4-in., $ ; 
4-in., $19.70; 32 x 4%-in., $24.05; 33 
x 414° -in., $24.60; 34 x 4%-in., $25.20: 
35 x 4%- in., $25. 90; 34 x 414-in., 926.50; 
33 x 5-in., + zee 35 x 5-in., $31.40; 
37 x 5-in., $33 


WIRE ne coe buying for 
factory shipments next spring has fea- 
tured the wire cloth market the past 
week. Jobbers says 1924 will be one 
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of, if not the largest, wire cloth year 
in their history. 


Re quote from Boston jobbers’ 
stoc 

Wire Cloth.—Black, 12-mesh, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; on mesh, 24 to 36-in. 
$2.90; pearl, "$4.2 


wheneime. ‘fie market on Stillson 
pipe wrenches appears somewhat un- 
settled. A majority of the jobbing 
trade quote 60 per cent, but offers are 
being made by some interests at 60 and 
5 per cent. Otherwise no changes are 
noted in quotations. The demand for 
all kinds of wrenches appears to be on 
the mend. 
her quote from Boston jobbers’ 


stocks: 
Knife and Steel Handle.—Coes, 6- 
in., $915 a doz.; 8-in., 0-in., $22; 


= 2-in., $28; 15-in., $38; 18-in., $48; 21- 


” ene ‘Model. —Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches.—Stillson, 60 per 
cent discount; Trimo and Walworth, 
60 per cent off list. 

Miscellaneous.— Drop forged 
wrenches, 62% per cent discount; 
Westcott, 25 per cent discount; agri- 
— wrenches, 60 per cent off 
list. 

We quote f.o.b. factory: 


Snap-on Wrenches.—wNo. 101, — 


ter Service Set, $15.25; No. 
Heavy Duty Set, 38; No. te Unie 
versal Socket Se 505B, 


$7; No. 
Screw Driver Set, $3, 40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


January Sales in Cincinnati Show Increase 


Over 1923—Buying of Futures Improves 


(Cincinnati office of HARDWARE AGB) 

USINESS is satisfactory, and the month of January 

will show an increase in sales over January, 1923. 

On staple lines on which prices have been announced 

dealers are not hesitating about placing orders, and 

Dealers also report that sales 

are keeping up very well, but uncertain weather is hav- 
ing a tendency to restrict the volume somewhat. 

What few changes are made are in the nature of ad- 

vances, though an unexpected decline of chain prices was 

announced last week. Roofing papers are up about 5 per 


futures are moving well. 


ALCOHOL.—Sales heavy; stocks fair; 
prices strong. 


We quote from Cincinnati jobbers’ 
=" Denatured alcohol, 55c. per 
£ 
AUTO COASTERS. — Spring orders 
coming in nicely; prices firm; stocks 
adequate. 


AUTOMOBILE ACCESSORIES.—Win- 
ter goods moving fast; spring orders 
fair; prices steady; stocks in good 
shape. 


Pane Be quote from Cincinnati jobbers’ 
stoc 

Spark Plugs. — Champion X, 45c. 
each; in lots of 100, a each. 
Weed, Rid-O-Skid and Deluxe 
Chains.—25 per cent off: in lots of 
12 _ 33% off; in lots of 560 sets, 
0 off. 

Spotlights. — Deita. No. 20, $2.75 
each; in lots of 12, 
No. 24, $2.10 each: 


2 
each; Delta, No, 25, $2.70 each; in lots 


of 12. $2. 60 each: ‘New Delta mos. 
No. , $4.25 each; in lots of 12, $3.90 
eac 


AXES.—Demand picking up; prices 


steady and guaranteed till April 1; 
stocks sufficient for needs. 


BOLTS AND NUTS.—Demand im- 
proving; prices firming up; stocks ade- 
quate. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 50 
and 10 off; large sizes, 45 and 10 off; 
carriage bolts, small, 45 and 10 off; 
large, 40, 10 and 5 off; stove bolts, 
70 and 10 off; semi-finished nuts, *%- 
in. and smaller, 75 off; larger sizes, 
65 off. 

BUILDERS’ HARDWARE.—Much im- 
proved demand noted in the past two 
weeks, new work coming out in heavy 
volume. Indications point to another 
record in building construction. Build- 
ing laborers have been granted in- 
creases of 15 cents per hour in wages, 
to take effect this year. This is not ex- 
, pected to have any deterrent effect on 
* building, as new scale replaces bonus 
plan of payment contractors were 
forced to resort to last year. Builders’ 


cent, and jackknives from 50 cents to 75 cents per doz. 
Some grades of sash cord are also higher, and on some 
lines of mechanics’ tools prices are tending upward. 

Automobile accessory departments report business run- 
ning about 15 per cent ahead of last January. Most of 
this business is for winter merchandise, developed by 
unusually cold weather in the past two weeks. 
are moving fairly well, and much improvement is looked 
for during the next few weeks. 
holding steady, with minor revisions, some advances and 
some declines, being made from time to time. 


Futures 


Prices of accessories are 


hardware prices firm and unchanged. 
Stocks are in good shape. 


CHAIN.—An unexpected decline of 75 
cents per 100 lb. was put into effect by 
manufacturers last week, and local job- 
bers have changed prices accordingly. 


CUTLERY.—Manufacturers have ad- 
vanced prices from 25 cents to 50 cents 
per doz. on jack knives. Other lines not 
affected. Demand is good and stocks in 
good shape. 

DRILLS. — Better demand reported; 


prices steady; stocks fair. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand spotty, depending on 
weather conditions, but withal satisfac- 
tory; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.75 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
ft.; 3-in, corrugated conductor el- 


bows, $1.75 per doz. 
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GALVANIZED WARE.— Orders for 
spring shipment in fair volume, prices 
being well maintained. 
Ri eee from Cincinnati jobbers’ 
stoc 


Galvanized Laat 0, $5 doz.; 
No. - $6.15 doz.; No. 2, $6.90 doz. ; 
No. 3, $8.45 doz. 

Galvanized Pails.—10-qt., $2.35 doz.: 
12-qt., $2.55 doz.; 14-qt., $2.85 doz.; 
16-qt., $3.40 doz. 

Garbage Cans.—Witt No. 1 with lid, 
$3.75 Ne No. 2 with lid, $4.35 each; 


No. 3, $5 ‘each: Witt pails — —_ 
No. , $1.60 each; No, 8, $1.80 each 
No. : $1. 95 each. 


suite cdtitmes demand from wood- 
working interests; metal-working man- 
ufacturers expected to be bigger buy- 
ers; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Files, all makes, from 55 off 
to 60 and 10 off. 


GLASS.—Current demand good; future 
prospects bright; prices expected to ad- 
vance slightly. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
“ ~~ cent discount; double strength 

per cent discount; double 
~ , 87 per cent discount. 


HACK SAW BLADES.—Demand fair; 
prices steady; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Hack saw blades, 50 and 5 off. 


HANDLES (AGRICULTURAL).—De- 
mand for spring shipment very good; 
prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
—— $3 .35 doz.; 6 ft. straight, 
$4.3 . ye straicht, $6.50 doz.; 5 
rod ‘bent, $3. 35 doz.; 5% ft. bent, $3.95 

6 ft. bent, $5 doz.: Long manure 
et $2.85 doz.; D-shovel handles, 
$6 doz. : D-shape handles, $5.85 doz. 


LANTERNS. — Contractors’ lanterns 
moving well, as is the general line; 
prices steady; stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 24 $12.75 doz.; 130 
Midget Vehicle a. red lens, page 
clamp, enameled, E. lens, $17 do 
167 Supreme, $12. 16 ‘doz.: 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz. 
Monarch, ruby glow, $10 doz.; D- Lite, 
$13 doz.; Little bE gaa ee $8. 50 doz.; 
Blizzard, No. 2, $13 doz.; Blizzard. 
brass fount and top, $18 doz.; Buck- 
eve Dash, $14 doz.; Railroad, ‘No. 39, 
$15 doz. 


LAWN MOWERS.—Orders for spring 
shipment pouring in, and jobbers have 
been forced to reorder where possible 


to get on books; prices steady. 


We quote from Cincinnati jobbers’ 
Stocks: Common lawn mower, 12-in.., 
$5.75 each; 14-in., $6 each: 16-in.., 
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$6.25 each; better grade, 12-in., $7; 
14-in., $7.25: 16-in., $7.50; cheap ball 
bearing, 14-in., $7. 75; 16- in., $8; reg- 
ular ball bearing, 14-in., $9: 
$9.55; 18-in., $9.75; high- -wheel bali 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16- ae $12.75; 18-in., 
$13.50; 20-in., : 


NAILS.— Demand cal an advance not 
unexpected; stocks in fair shape; mill 
shipments fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg base; cement coated nails, $3.20 
per keg base. 

PAINTS AND OILS.—Demand good 
for spring delivery; prices steady; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, 93c. per gal.; turpentine, single 
barrels. $1.07 per gal.; white and red 
lead, 12%-lb. kegs, 14%c. per Ib. 

ROOFING PAPER.—Manufacturers of 
roofing paper have advanced prices ap- 
proximately 5 per cent; local jobbers 
have not as yet changed quotations; 


demand fairly good. 


ROPE.—Demand fair; stocks in good 


shape; an advance in prices is expected 
to develop within the next few weeks. 

We qucte from Cincinnati jobbers’ 
stocks: Best grades, manila, 19c. per 
Ib.; sisal, 13%c. per Ib 

SASH CORD.—Prices higher; demand 
steady, especially for the cheaper 
grades; stocks in fair shape. 

We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. lb.; cheaper 
grades, 48c, Ib. 

SASH WEIGHTS.—Demand good; ad- 
vance in prices expected, as raw ma- 
terials are much higher; stocks ade- 
quate. 

We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 
per 100 Ibs. 

SCREWS.—Demand fair; 
quate; prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off; 
coach screws, 40, 10 and 5 off; cap 


and set screws, 70 off; wood screws, 
80 off. 


SHEARING MACHINES.—Sales satis- 
factory; prices strong; stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $12.75 list: one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 


stocks ade- 
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ing machine, $90 list, f.o.b. factory 
Catone with 25 per cent discount to 
dealers. 
SHEETS.—Demand picking up; sales 
good; prices strengthening. 

We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10, 
4.10¢c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5c 

SKATES.—Demand for ice skates has 
been exceptionally heavy; stocks Badly 
broken; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Common ice skates, 85c. pr.; 
nickel plated, $1.35 pr.; nickel plated, 
hardened runner, $2.10 pr.; hockey, 
$1.70 pr.; ladies’ skates, $1.13 pr. 


SHELLS.—Prices for loaded shells, an- 
nounced last week, are the same as 
those in effect last year; demand fair. 


TROWELS.—Rose trowels have been 
advanced 10 per cent, the first change 
in price since 1920. Manufacturer is 
reported to be from eight to ten months 
behind on orders. 


WEATHERSTRIP. — Colder weather 
stimulated demand and sales have been 
heavy; stocks are still in good shape, 
however, and prices firm. 


We quote from Cincinnati jobbers’ 
No. 0 and No. 


ee ks: Woo ge, 
$14. 25 per 1000 ft.; No. 1 Fg per 
rb00 ft.; No. 2, $23 Dee 1 ft.; No 


; 0.50 per 1000 ft; 
all rubber, No. 5 Ww per 1000 ft.; No. 


WIRE CLOTH.—While there have been 
reports of price cutting on black 
painted, opal and bronze are firm. Or- 
ders are satisfactory for spring ship- 
ment; prices generally are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 
ng P sans sq. ft.; opal, $2.65 per 100 


WHEELBARROWS. — Demand good; 
stocks low; prices streng. 


We quo:e from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, a as 
each; contractor’s barrows, 5.40 
each; concrete barrows, $5.90 each. 


WRENCHES.—Orders in fair volume 
being placed; stocks in good shape; 
prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 
off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo, 60 off; Snap- 
on Wrenches, No. 101, ‘Master Service 
sets, $15.25 each: No. 202, heavy duty 
sets, $8 each; No. 404 Universal sock- 
et sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each; less 40 per 
cent on Snap-on wrenches, f.o.b. 
Milwaukee, 


Twin Cities Trade Buying Cautiously 
—Cold Weather Reduces Winter Stocks 


(Minneapolis office of HARDWARE AGE) 
OBBERS report receiving a good volume of business 
both for immediate and later shipment. Orders for 
immediate shipment are mostly to fill in stocks found 
to be short on taking inventory. While a satisfactory 
amount of business is coming in for spring shipment, both 
the dealer and jobber are buying with caution, because 
while there may be advances the general trend over a 
period of time is expected to be downward. The outlook 


sales are good. 


winter lines. 


for the first six months of the year is very good. Present 


The severe winter weather which started right at the 
opening of the year has helped dealers work off their 
stocks of sleds, skates, skiis, snow shovels, and similar 


Sales in general for 1923 were better than for 1922, and 
one jobber who has a large auto accessory business stated 
sales were way above 1922. 
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ASH SIFTERS.—Stocks ample; prices 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 


ers, $3.75 per doz.; round metallic, 
$4 per doz.; wood barrel, $12 per doz. 


AXES.—Fairly good demand in coun- 
try districts; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit base 
weights, $19 per doz. 


BALE TIES.—Demand fair; stocks 
ample; prices as last quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single loop bale 
ties, 65-10 per cent from list. 


BOLTS.—Retail demand small; large 
users placing good orders; stocks ample; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 45-5 per cent; large 
and small machine bolts, 50- 5 per 
cent; stove bolts, 70 per cent. g 
bolts, 60 per cent. 


BRADS.—Fair retail demand; large 
users placing substantial orders for de- 
livery a little later; stocks good; prices 
stiff. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—tThe out- 
look for builders’ hardware business for 
1924 is opening up exceptionally good 
for so early in the year, and indica- 
tions are there will be at least as much 
building as last year unless something 
unforeseen should develop. 

COAL HODS.—Stocks fair; prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 17-in, open jan- 
anned, $3.75; 18-in., $4.25; 17-in. 
nel japanned, $4.80; 18-in., $5.25; 
17-in. open galvanized, $5.30; 18-in., 
$5.80; 17-in. funnel galvanized, $6.65; 
18- in., $7.10 per doz. 


COASTER WAGONS.—fFuture sales 
good. Show a substantial increase over 
a year ago. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel 
coaster wagons, No. 60, $5.50 each; 


No. 61, $6.44; No. 62, $7.03; No. 63, 
$7.72. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Jobbers report fair 


volume of business for early spring 
shipment; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 
lap joint, single bead, 5-in., $5.25 per 
100 ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor 
elbows, $1.73 per doz. 


FILES.—Strictly retail demand fair; 
large users in market; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Immediate re- 
tail demand fair; jobbers report some 
orders for later shipment with good de- 
mand for garbage cans; prices station- 
ary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tubs, $6.85; No. 2, $7.75; 

3, $8.95; heavy galvanized tubs, 
1, $12; No. 2, $13.26; No. 
$14 50; standard galvanized pails, 10- 
$2.55; 12-qt.. $2.90; 14-qt., $3.20; 
16 ‘at. stock pails, $5; 18-qt. 
pails, $5.75 per doz 
GLASS AND PUTTY.-——Sales consid- 


ered fair; stocks good; prices steady. 
We quote from jobbers’ stocks, 


stock 


f.o.b. Twin Cities: Minnesota prices; 
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single strength glass, 82-10-5 per 
cent; double strength glass, 84-10-5 
per cent; Putty, 50-lb. steel drums, 
$5 per cwt.; 25-lb. steel drums, $5.20 
per cwt. 


HAMMERS AND HATCHETS.—Job- 
bers getting a fair amount of “fill-in” 
orders, as well as some for spring ship- 
ment; retail demand fair; stocks good; 
prices stiff. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. $13.50; 
Plumb HF91, $12; Riverside 611%, 
$12; Plumb broad hatchets No. 2, 
$17.15; Plumb “ag No. 2, $13.15; 
Plumb claw No. 2, $14.40 per doz. 





Advertising 


[ BELIEVE in advertising and 
publicity. It has done more to 
bring humanity. to right under- 
standing than almost anything else 
in the world. When you put ad- 
vertising forward, you must be- 
lieve in it. Advertising, to be 
effective, must be honest and must 
carry a message. I want to adver- 
tise the United States of America 
as the best republic in the world; 
I want to advertise American life 
as the best in the world; I want to 
advertise American business as the 
best business in the world, and, 
God helping me, we’re going to 
make it the best business in the 
world without letting government 
destroy it.—Warren G. Harding. 





LANTERNS. — Sales continue fair; 
stocks good; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 


per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, 
$17 per doz. 


NAILS.—Retail sales small, but con- 
tractors are becoming interested in 
their spring requirements; stocks good; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


OIL HEATERS.—Extremely cold 
weather in some sections has caused 
a temporary spurt in sales as aids to 
regular heating arrangements; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 


steel, 3-qt. capacity, $3.50 each; 
nickel polished steel, 4-qt. capacity, 
$5.40 each. 


PYREX OVEN WARE.—Demand fair; 
stocks good; jobbers report good vol- 
ume of sales for later delivery; prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each; No. 
197 gga ‘ie 17 each; No. 202 le 
lates, 50c.; . 210 pie plates, 67c. 

o. 212 ee “pans, 60c.; No. 231 
* utility pans, 67c.; No. 12 teapots, 
2-cup, $1.67 each; No. 24, 4-cup, $2 
each; No. 36, 6-cup, $2.33 each. 


REGISTERS.—Fair demand; some in- 


4, 


terest shown for spring delivery; prices 
as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel registers, 40 
per cent from standard lists. 

ROPE.—Sales fair; stocks good in an- 
ticipation of spring demand; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades 
manila rope, 17%c. per Ib.: best 
grades sisal rope, 15%c. per |! 


SANDPAPER.—Large users in the 
market and placing some orders for 
later delivery; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 
1, per ream, $6.50; second grade No. 
1, per ream, $5. 85: Garnet No. 1, 
$16.50 per ream. 


SCREWS.—Retail sales fair; good vol- 
ume of business being received for early 
spring delivery to larger consumers; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent: flat head 
apanned, 67% per cent; flat head 
rass screws, 70 per cent; round 
head brass, 67% per cent. 


SKATES.— Very good demand for 
skates during the past few weeks; job- 
bers’ stocks low; most dealers were 
able to reduce stocks to minimum; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Men’s No. 
skates, 80c. per pair; 
per pas: 524%, $1.21 per pair. 
No. 562414, $1. 06 per pair; 
Johnson hockey, plain, $7.50 per 
pair; nickel plated, $8.50 per pair. 


SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—Demand for this line 
came very late, but recent severe 
weather has enabled dealers to reduce 


stocks considerably; prices as last 
quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Straight handle 
wood snow shovels, $4.85 per doz.; 
steel blade, straight handle, $4.80 per 


doz.; D handle, galvanized blade, 
16 x 21, $11.60 per doz. Ordinary 
grade sidewalk scrapers, $4.75 per 


doz. 


SOLDER.—There continues to be a 
good demand for solder. Prices have 
advanced another cent per Ib. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 34c. per Ib. 


STEEL SHEETS.—Sales continue of 
small volume; stocks ample; prices 
show no further change since decline 
noted in last issue. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gage galvanized 
steel sheets, $6.20 per cwt.; 28 gage 
black steel sheets, $5.05 per cwt. 


STEEL TRAPS.—Demand good in trap- 
ping districts; stocks ample; prices 
stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. ; 
1.65; No. 1, $2; No. 1%, $3.05; No. 2, 
3.97; Newhouse Oneida Jump, No. 0, 
_— No. 1, $2.38; No. 1%, $3.48 per 
OZ. 


TACKS.—Fairly steady demand; stocks 
good; a as last quoted. 


Dyin from jobbers’ stocks, 
to win Cities: American cut 
a in OZ. eg. 6, 8 and 10 

60c., boc. and 50c. per doz. pack- 
pane By respectively; 8-oz. blued carpet, 
8lc. per doz. packages; No. 11 double 
pointed, 35c, per doz. packages; 8-0z. 
cut tacks, in bulk, 15%c. per Ib.; 
6-oz., 16%c. per Ib. 
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TIN PLATE.—Retail demand small; 
jobbers receiving some business for 
later delivery. Prices show no change 


HARDWARE AGE 


f.o.b. Twin Cities: Wood stave bar- 
rows, fully —* $37.50 per doz. 
Tubular steel, No. he 75 each; wood 
garden barrows, $6.2 each. 
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WRENCHES.—Sales fair in a retail 
way; jobbers report a good volume of 
business for early spring delivery; 


since slight decline in last issue. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace coke, LCL 20 x 28, $14.75 per 
box; roofing tin, IC 20 x 28, 8-Ib. 
coating, $14.25 per box. 


f.o.b. Twin 


WIRE. — Sales pore 
prices steady; jobbers receiving fair 
amount of spring orders; 


We quote from jobbers’ 
Cities: 


stocks good; prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent; Coe’s wrenches, 40-10 
per cent; engineers’ wrenches, 62% 
per cent from new lists; knife handle 


prices firm. 


stocks, 
Barbed wire 


andl ; painted cattle, 80-rod spools, $3.70; wrenches, 40-10 per cent; Stillson 
WHEELBARROWS. Jobbers booking galvanized cattle, $3.97; painted hog- and Trimo wrenches, 60 per cent. 
some orders for later shipment; stocks wire, $3.96; galvanized hog-wire, Snap On wrenches in sets, No. 101, 
good; prices steady $4. 25; smooth black annealed No. 9, $15.25; No. 202, $8; No. 404, $7; No. 
’ ‘ $4 per cwt.; smooth galvanized an- 505B, $3.40, less 40 per cent, f.o.b. 

We quote from jobbers’ stocks, nah ej $4.45 per cwt. Milwaukee. 


Demand for Steel Steadily Growing, 
Says Pittsburgh—Active Year Predicted 


(Pittsburgh office of HARDWARE AGE) 
LL new developments in the steel trade in the past 
A week were favorable, the result being that there 
is more optimism going around as to the outlook 
for the first half of the year than was the case when the 
year opened. Orders have steadily increased since the 
second week of this month, with the steel mills operating 
on a larger basis, and some new capacity has started up 
to take care of the larger business that is now going to 
the mills. At this writing, the Steel Corporation is oper- 
ating its steel works and finishing mills to about 85 per 
cent of capacity, while the independent steel mills are 
doing better than 75 per cent. We said in our report last 
week that the larger steel mills were pretty well sold up 
for first quarter, we can now state that they are well 
filled for the second quarter, and the belief is growing 
that 1924 is going to be a very active year in the steel 
trade, and we can also add that higher prices on some 
lines of finished steel products may come before this 
quarter has passed. Steel works are now running at a 
heavier rate of capacity, and in the past week, five more 
steel works blast furnaces have started up to meet the 
heavier demand for pig iron. The mills believe they will 
have a heavy spring trade, and they are accumulating 
large stocks of pig iron and steel ingots to meet it, and 
to better give prompt deliveries to their customers. 

The two items in finished steel that have shown the 
largest increase in demand are steel bars and sheets. On 
steel bars, the larger mills report they are sold up for 
some time, and are not promising delivery on new orders 
inside of six weeks from date of order. On sheets, the 
mills are well filled for this quarter, and prices on both 
these products are very firm. There has also been a 
notable increase in demand for structural steel shapes, 


and the Carnegie Steel Company is about to spend up- 
ward of $20,000,000 in rebuilding and enlarging its Home- 
stead Steel Works, which is the largest plant in the 
country devoted to the rolling of structural] steel. Last 
week new contracts were placed for more than 60,000 
tons of structural steel, the largest week in this industry 
since last May. Of this large quantity, over 30,000 tons 
were for private building enterprises, and nearly all the 
remainder for railroad work. At present, new inquiries 
are in the market for close to 40,000 tons. Prices for 
erection work have lately been advanced by some of the 
erectors. Sheets are still in lively demand, and there is 
no longer any shading in prices, except in isolated cases. 

The new demand for pig iron is much heavier, not only 
in the local market, but in Chicago and Philadelphia as 
well. Prices on foundry iron in the South are up $1 per 
ton, and the local market is steady. In the past two 
weeks, prices on steel melting scrap have gone up fully 
$3 per ton, and the market is very strong. The local 
market is active, the Carnegie Steel Company having 
been a heavy buyer of steel scrap over the past two weeks 
or more. 

Railroads are active buyers in the steel market on 
nearly all kinds of equipment. Orders were placed in the 
past week for about 3000 freight cars, 60 passenger cars 
and for about twenty locomotives. 

Hardware prices are fairly strong, but on some lines 
jobbers feel that readjustments to a lower basis are 
likely to be made, and on the goods involved, they are 
limiting new purchases to actual nearby needs. Efforts 
to move’ some lines of winter goods by naming lower 
prices are not meeting with success. However, local 
merchants remain optimistic, and believe this year will 
be a good one, and will compare favorably with last year. 





AXES.—Demand is about the same as 
usual at this season of the year, and 
with several makers’ guaranteeing 
prices until April 1, orders are a little 
more plentiful. Makers of axes are 
able to make prompt shipments, having 
pretty well cleaned up back orders. 
Prices remain firm. 


BOLTS AND NUTS.—Makers of nuts 
and bolts say that consumers are speci- 
fying quite freely against contracts, 
but new buying is limited mostly to 
nearby needs, buyers figuring that prices 
are not likely to be higher for some 
time, and they are able to get very 
prompt shipments from the makers. 
Therefore, the reason for not antici- 
pating needs is obvious. Prices are 
firmer than some time ago, but here and 
there concessions are made on desirable 
orders. Prices and discounts named be- 
low are for large lots on direct ship- 


ments from works, the usual advances 
over these prices being charged on 
small lots from warehouse or store. 


CHAIN.—As noted in our report of last 
week, leading makers have reduced 
prices on all kinds of pound chain on 
sizes 9/16 in. and larger, $10 per ton, 
and $15 per ton on all sizes under 9/16 
in. The new prices as effective from 
the above date are now as follows in 
large lots: 


Base size one (1”) Base 
price, $6 per 100 Ib. 

Straight Link Coil Chain.— lar 
finish: (Steel—Proof grade, self-col- 
ored; BB and BBB grades, blacked)— 


inch. 


7.50: $ ; & : : 
# 1} and th: in. a Si * Be -in., 
in sf. 7 im ma 1%- ~e $7. 


grade, 7s-in., $11.50; %-in., $10.50; 
vs-in., $9.25; %-in., $8; a $7.75 
%-in., $7.50; fe-in., $8.50; 44 and 

-in., $8.25; ## and %-in., $8; +# and 
%%-in., $7.75; lyse and 1-in., $7.50; 1% 
and 1%-in., $7.50. 

Straight ‘Link Coll Chain.—Bright 
finish: *Proof grade, f-in., $10.50; 
1%-in., $9.50; -in., $8. 5; 3% -in., 
$7; ye-in., $6.75; %-in., $6.50; fin. 
$7.50; %S-in., $7.25; %-in., : -in., 
$6.75; 1-in., 6.50; -in $6.50; 
1%-in., $6.50. *BB grade, +-in., 
$11.50 %-in., $10.50; -in 9.25; 
% -in., : ve-in., $7.75; %-in., $7.50; 
7% -in., .50: %S%-in., $8.25; %-in., $8; 
T-in., $7.75; -in., ; 1%-in 
$7.50; 14-in., 7.50. B grade 
¥,-in. 2; %-in., $11; +#-in., $9.7 
%-in., $8.50; y-in., $8.25; %-in., $8 
Hy $9: 5-in., $8.75; %-in., $8.50 
ii in. a? l-in., $8; 1%-in., z 

_ 


a Link Coll Chain.—Hot gal- 
h: *Proof grade, +,-in., 
, tein. 39. 50; Ss-in-. 


$3; %- 

54-in., "87. 46: %,. ‘in. am $7. 50; % “in. % 25: 
1l-in., $7; 1%-in., ; $7. 
*BB i fs-in., $13.25; %- ae op BLS: 


eT 
o in., $10.60; -in., 3°: ur in., $8.50; 
% - 2. $8.50; %-in., "$8.28: 1-in., “$8: 
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1%- -in., $8; 1%-i $8. *BBB grade, 
hes $13. 7 gg Pree 50; = 

11; %-in., 4 ve-in., $9; %-in., 

8.50; i Hit, $9, $9.50 >in, $9.25; % -in., 

9; ~ , $8.50; 1%-in., 

$8. 50° 1\%- —'s 

For small “Bas a store or ware- 
house, the usual advances over the 
above prices are charged. Demand is 
said to be only fair. 


IRON AND STEEL BARS.—tThe local 
market on steel bars is very firm, and 
the new demand is heavier than for 
some time. In fact, some of the larger 
steel bar mills report they are well 
sold up, and will not promise delivery 
inside of six weeks from date of order. 
As a rule, buyers are placing orders 
only to cover needs over the next few 
weeks. Prices on steel bars are firm on 
the basis of 2.40 cents, mill, at Pitts- 
burgh, in carloads and larger lots. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold- finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.25c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock. 


POULTRY NETTING. — Quite large 
orders are being placed with jobbers 
for spring delivery, and this is expected 
to be a good year in this trade. Prices 
are firm, being practically the same as 
last year. Some makers of poultry net- 
ting report they have their output for 
this year about sold up. Local jobbers 
are quoting 45 and 5 per cent off list 
for galvanized after weaving, and 45 
and 10 and 5 for galvanized before 


weaving. 


HARDWARE AGE 


SASH WEIGHTS.—A leading maker 
at St. Louis has reduced prices on sash 
weights, cast iron washers and un- 
handled post mauls, effective from Jan. 
18, and is now quoting as follows: 


Sash Weights.—10,000 lb. or more, 
3. .07% per io. lb.; smaller quantities, 

2.12% per 00 Ib.; l, 1 1b., sec- 
tion 1, $3.60 per 100 lb.; Handy, 1 Ib., 
section 1, $3.60 per 100 Ib.; %-lb. 
sash weight buttons, $3.25 per 100 Ib. 

Cast Iron Washers. — 5 to 2-in., 
ia per 100 Ib.; %-in., $3.35 per 


Post Mauls (andied). — Iron 
face, $3.05 per lb.; wood face, 


vi.8 = yer 100 Ib. 
Louis. Mo. 


60- <> ‘10. ‘Bebhect to change. 
SHEETS.—As indicating how the de- 
mand for all grades of sheets has 
grown in the past month or six weeks, 
we can state that independent mills 
that report to the local Association of 
Sheet & Tin Plate Manufacturers sold 
349,000 tons of all kinds of sheets in 
December, as against 165,000 tons in 
November. Shipments for December 
were 199,000 tons in December, against 
188,000 tons in November. Unfilled 
orders on Jan. 1 were 445,000 tons 
against about 280,000 tons on Dec. 1. 
The demand continues heavy, some 
mills being well sold up for this quar- 
ter, and having considerable orders for 
shipment in second quarter. Prices are 
firm, and there is very little shading. 
Regular prices on No. 28-gage black 
sheets are 3.85 cents at mill, and for 
28-gage galvanized are 5 cents at mill, 
these prices being for carloads or larger 
lots. Jobbers charge the usual advances 
for small lots from stock. 


STEEL PIPE:—Mills report that orders 
for standard pipe are heavy, but as yet 


Terms: 
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the improvement in the oil trade has 
not been reflected in much increase in 
demand for oil well supplies. It is be- 
lieved that this will come along later, 
or when milder weather has come. 
Prices are firm, and for small lots from 
stocks are about as follows: 


Wy... $3.39 eee 1....$ 7.18 $ 9.31 
, eee? Bere LY, 9.71 12.59 
5e.... 3.36 $5.50 11.60 15.05 
Me...- 4.17 5.43 2” 15.61 20.25 
%. 5.12 6.56 2%.. 24.68 


» Above prices for 100 ft. f.o.b. Pitts- 


TRACK SUPPLIES.—Demand for all 
kinds of track supplies is heavy, and 
prices remain very firm. For carloads 
and — lots, mills quote as follows: 


Spikes.—,,-in. and larger, base, per 
100 ib., $3.05 to $3. 15; i n., 
and 8, -in.. per 100 ib., $3.25 to $3.50: 
f;-in., $3. 25 to $3.50; boat and barge, 
base, per 100 lb., $3. mas to $3.50. 


Track Bolts. pentll al and larger, 
base, per 100 Ib., $4. to $4.25; %-in. 
and. 5,-in., base, per 100 Ib., $5 to 

$2.55 to 


“Te Plates.—Per 100 Ib., 


Angle Bars.—Per 100 Ib., $2.75. 

For small lots from warehouse or 
store, the usual advances over the 
above prices obtain. 

TRACK TOOLS.—Makers of track tools 
say they are having a good demand, 
and are looking for a good year, as 
practically all the railroads have plans 
made for extensive track betterments 
this year. Prices are very firm. In 
large lots picks and mattocks are 50 
and 10 and 5 per cent off list; ham- 
mers and sledges, 60 and 10 and 10 
base, while crowbars are 5% cents per 
Ib., all these prices being f.o.b. Pitts- 
burgh. Jobbers charge the usual ad- 
vances for small lots from stock. 





Note: 


Philadelphia, domestic. $0.32 Buffalo 








It should be understood that prices given below are f.o.b. mill or 
car load shipments from mill or warehouse to retailers. 


Chain, pound, base, per 100 lb 
Machine bolts, small, rolled threads 
Machine bolts, all sizes, cut threads 
Machine bolts, c.p.c. and t. nuts, 3% x 4-in 
Common iron bars, per 
Me on webs bMS Seb Ue Od Ces Ch GO COR EER OOOO COE 2.60c. 
Sheets, blue annealed, per Ib 

Sheets, black, 28 gage, per Ib 
Sheets, galvanized, De ee Ce oer ree eee eT eer re eee rT 
i i Mr Ee ie Re Bak Ss bald clea een abe bone 006 heals are ee ee 2.50c. 
Spikes, *% and larger, base, per 100 lb 
Steel rr ee, ne Oe Se Se ad oc seeidevesseecesesees 60 per cent off list 
Steel pipe, galvanized, but welded, 1 to 3-in 
Staples, polished fence, base, per keg 
Staples, galvanized, base, per keg 
Tin plate, bright, per base box 
Woven fence, carloads to retailers 
Wrought iron pipe, black, 1-in. to 1% in 
Wrought iron pipe, galvanized, l-in. to 1% 


eg 
Nails, steel, cut, base, per keg 


PITTSBURGH BASE PRICES 


For smaller lots, 


Annealed fence wire, base, No. 9 gage, per 100 Ib.... 2... eee cece cence eee e ee wenes 00 
rr er es aca Ge ee bby sce cease te ehs Kescobvedetsecsesseas 2.85 
Galvanised barbed wire, ‘base, per 100 ID... 0... ccc creer ccc c cere cs eeverssccscccs 3.90 
ee r,s» sc eb eee be cersebenerceseesseeese 3.45 
gy 5 E_ ge aagei a nPa 3.55 
a I a os da ce tO RAO ROA ODOR ASOnesee ees ering es ate 

owe ee we ee oe oe Se «a0 


Freight Rates 


All freight rates from Pittsburgh on finished iron and steel products, carload lots, per 100 Ib.: 
wi ob ate baeeme $0.265 St. Louis 


Philadelphia, export. . . 0.235 Cleveland ............ 0.215 Kansas City......... 
Baltimore, domestic. 0.31 Cleveland, Youngstown Kansas City (pipe) 

Baltimore, export...... 0.225 ace Webs toueds 19 St. ‘. Fan wae ee ato 
New York, domestic. 0.34 AES a ar 0.29 SE oka dons 680 4 
New York, export..... 255 Cincinnati. ........... 0.29 Senalen {PIO}. . 22205 
Boston, domestic tere 0.365 ae PON ¥¢- 0.31 DORVEP csccesiccess 
Boston, export........ - a  F=g eee 0.34 Denver (pipe)...... 


warehouse, 
the usual advances apply. 


oe daly es EE EPR IRIE, Poteet aaa 2.50c. 
Oy Te ee 3.10c. 
PINS sre a ft + 4.00c. 


Be eee ee Chae en ee ee 6 8 eo 6.8 € €.6 6.02 8 2 eG 2 @ OS 


,Se@eesgweyecee2qgceaeeeegcaes eee @ Cee e 8 €O 8 £2 G-O:0 0 & @€ 6 e-8.0 6 € € 


...48% per cent off list 


aw s. 6 2 6.6 4.6.6 £626-8.9 2 & Oe 8 ee 2 @ 
ee @ ee O48 € B48 EOS OCC CS Sree 2S ee 6 4 
e@¢8 66 €@@ 62 €@-.6 @ Eee @ @.@ 


eeeeseeseeeneeseeee#eeeeteeeee#e#ee#sne # ## # #@ © # «@ 


weed 65 per cent off list 
eee 29 per cent off list 
arr 12 per cent F300 


..0..5 Se tee € © Oe. 6 OC O8 ~~ 2 60 ‘O18 & @ © 


en es Owe 6 Gee © @ 6.6 OS Oe 6 C6 2 OC ee cee Cee. 4 @ @ 


.. $0.43 Pacific Coast.......... 15 
. 0.735 Pac. Coast, ship plates. 1.34 
0.705 Birmingham ......... 0.58 
. 0.60 i ads, ig) allen 0.56 
.. 0.735 Jacksonville, all rail... 0.70 
. 0.705 Jacksonville, rail and 
PES SRE =o an MRT RENE A Pa 0.415 
os kenee New. Orleana jiviewnes 0.67 


Pittsburgh, and are quoted only for 


$3.90. 
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WIRE PRODUCTS.—Present demand 
for wire nails and wire is much better 
than for some time, but buyers are still 
placing orders for delivery in the near 
future, as they do not anticipate any 
advances in prices soon, and in addition, 
they are able to get quite prompt deliv- 
eries from the mills. Local wire mills 








Twin City Dealers Assn. 
to Plan for 1924 


The newly elec’ed officers of the Twin 
City Retail Hardware Dealers Associa- 
tion are to meet with members Feb. 19 
to lay plans for 1924 activities. Officers 
are J. C. Stuhlman, St. Paul, elected 
president at the annual meeting in the 
new Minnesota Retail Hardware 
Dealers’ Mutual Fire Insurance Asso- 
ciation building; E. N. Johnston, Min- 
neapolis, vice-president, and Fred S. 
Smith, Minneapolis, secretary and 
treasurer. New members of the board 
of directors are Leon C. Warner and 
G. E. Woehler, Minneapolis, and Joseph 
Raymer and Charles E. Engdahl, St. 
Paul. Members whose terms continue 
are James A. Stark and Charles Raitz, 
Minneapolis, and C. W. Hoffman and 
C. M. Moulden, St. Paul. 


R. C. Kirk General Mer. 
Follansbee Bros. Co. 


R. C. Kirk, for some years vice- 
resident and treasurer of Follansbee 
rothers Company, Pittsburgh, Pa., 
makers of sheets and tin plate, with 
steel works and sheet and tin plate 
mills at Follansbee, W. Va., and also 
sheet mills at Toronto, Ohio, has been 
made general manager of the company, 
succeeding William Banfield, who re- 
cently retired. 








Ordway-Robinson Co. to Make 
Bundle Fasteners 


A Boston woman, Mrs. Virginia Rob- 
inson, is at the head of a new industry 
which is to be established in the former 
Burke plant, Marlboro, Mass., early in 
February. The company is the Ordway- 
Robinson Co., Inc. It will manufacture 
bundle fasteners, consisting of various 
lengths of wire chains with a patented 
clasp. Dana A. Ordway is secretary 
and Edward B. Hill treasurer. 





HARDWARE AGE 


are operating to about 70 to 75 per 
cent of capacity, and are urging their 
trade to get their orders in early, as a 
shortage in labor may develop when 
the mild weather comes, thus cutting 
down output. Prices are reported as 
being firm. 


Jobbers auote retail 
stocks as follows: 


trade from 
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Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized. 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing. 63 per cent off list. All 
we - oe prices on spools are for 

-rod., 








CECCEE COLUEEOREETET COLCEOGERREETOAORLOECERRELECOGREERERR COLT TORRE ROERERERLORODELERCL OD ERERREEE OO. eeReR 





E. F. Brumbaum with 
Richards-Wilcox Co. 


E. F. Brumbaun has recently become 
connected with Richards-Wilcox Mfg. 
Co., manufacturer of door hangers and 
hardware specialties, Aurora, Hl., as 
sales representative in Michigan terri- 


tory. Mr. Brumbaun was formerly 
connected with Russell & Erwin 
Mfg. Co. 





A. C. Denman to Represent 
Andersen & Nielsen 


A. C. Denman, formerly purchasing 
agent in the United States for Hans 
Schourup, Ltd., recently became con- 
nected with Andersen & Nielsen, for- 
eign manufacturers’ sales representa- 
tives in Copenhagen, 22 Reventlows- 
gade, Copenhagen B, Denmark. Mr. 
Denman will handle hardware, tools 
and allied lines. 


—— 


Skelton Shovel Co., Inc., 
Appoints Representatives 


The Skelton Shovel Co., Inc., Dun- 
kirk, N. Y., manufacturer of the “Bull 
Dog” and “Fox” one-piece solid shank 
socket shovels and spades, has ap- 
pointed Cavert, Miller & Lipscomb, 
Nashville, Memphis and Dallas, to rep- 
resent it in the South and Southwest. 





N. G. Klove to Leave 


Sherman-Klove Co. 

Noah G. Klove, who has been actively 
engaged with the Sherman-Klove Co., 
Chicago, maker of nuts and screws, as 
an officer and assistant manager for 
several years, has disposed of his in- 
terest in the company and will end ac- 
tive participation in its affairs Jan. 31. 








Horseshoe Tournament 
in Florida Feb. 18-23 


The National Midwinter Horseshoe 
Pitchers’ Tournament is to be held at 
Lake Worth, Palm Beach County, Fla., 
Feb. 18-23, under the auspices of the 
National Horseshoe Pitchers’ Associa- 
tion. There will be $2,000 in awards, 
$1,000 in trophies, a $500 bonus to the 
National Association, already paid, and 
$1,000 or more for entertainment of 
horseshoe pitchers and guests. 





Munce with Sales Staff 
Pennsylvania Stove Co. 


George W. Munce, recently connected 
with the Galusha Stove Co.. Rochester, 
Y., has recently joined the sales 
staff of the Pennsylvania Stove Co., 
Detroit, Mich., and will represent the 
company in Eastern New York, Ver- 
mont, and New Hampshire. Mr. 
Munce was at one time in the retail 
hardware business, having a store at 
Batavia, N. Y., for several years. 





Voss Bros. Mfg. Co. 
Sales Conference 


The sales program for 1924 was dis- 
cussed at a recent sales conference of 
Voss Bros. Mfg. Co., manufacturer of 
hand, power and electric washing ma- 
chines, Davenport, Iowa, and attended 
by sales representatives of the com- 
pany. 

It was stated at the meeting that the 
year 1923 was one of the most pros- 
perous years that this company has ex- 

erienced, and from the prospects for 

usiness in 1924 it looks as if it will 
still be better this year. Sales during 


1923 were 29 per cent larger than in 
any previous year in the history of our 
business during the past forty-eight 
years. 





Some of those who 


attended the sales conference of Voss Bros. Mfg. Co. 
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Display of saws and saw accessories that built business for J. Russell & Co. of Holyoke, Mass. 


How “Showing Em How’ Increased 


Saw Sales for J. Russell & Co. 


N Holyoke, Mass., is a hardware 

house ‘founded in 1848 which 

refuses to believe that prestige 
built up through three-quarters of 
a century can take the place of 
aggressive, up-to-the-minute mer- 
chandising methods. 

Although known to every possible 
customer for miles around, and 
known to their fathers and grand- 
fathers before them, J. Russell & Co. 
never has overlooked the fact that 
the clientele of any hardware store 
changes slowly but surely. With 
newspaper advertising, direct adver- 
tising by mail and attractive timely 
window displays, J. Russell & Co. is 
going after business today as 
aggressively as it would if it had 
been established only a few months 
instead of nearly seventy-six years. 
The firm is seeking the trade of new- 
comers as well as of old residents; 
of thé younger mechanics as well as 
the old timers; of farmers as well 
as city folk. 

Like most good hardware stores, 


J. Russell & Co. devotes considerable 
attention to mechanics’ tools. It 
realizes that the trade of the car- 
penters is particularly desirable, be- 
cause carpenters who are friendly 
to any particular hardware store can 
and will provide valuable “tips” that 
will lead to further business. The 
recommendations of mechanics in- 
fluence the trade not only of house- 
holders but also of contractors, 
builders and others, as J. Russell & 
Co. has found. 

Therefore, the members of this 
firm asked themselves, “What is 
the best thing we can do to render 
a service to carpenters—to make 
them even more friendly to us?” 

Consideration brought the conclu- 
sion that carpenters were interested 
in their saws more than in any other 
tools. “A good carpenter takes pride 


in his saw,” S. A. Russell reasoned. 
“He wants to keep that saw in the 
finest possible condition. 
we help him to do it?” 
Since J. Russell & Co. had been 


How can 


selling Disston saws continuously 
since 1848, the problem was put up 
to the Disston organization. To- 
gether the retailer and the manu- 
facturer worked out a plan which 


brought carpenters from _ miles 
around to the Russell store. On a 
recent Saturday, nearly’ every 


moment of the day from 7:30 in the 
morning until after 10 at night, car- 
penters were present and keenly in- 
terested in a saw demonstration 
staged for their benefit. 

The demonstration was not a 
demonstration of the quality of the 
saws, but it was practical schooling 
in the proper methods of filing and 
setting them. ~This instruction was 
given on the carpenters’ own saws 
by a representative of the manu- 
facturer. 

How the demonstration was 
planned, staged and conducted was 
told by Mr. Russell. 

“We arranged to have a repre- 
sentative come here from the fac- 
tory,” said Mr. Russell. “Saturday 





a2 


was chosen for the demonstration so 
that the carpenters could come in 
the evening or afternoon, when many 
of them were free. 

“Then our salesmen in the tool 
department were told of the plans, 
two weeks in advance. Every time 
a carpenter came in they were to 
ask him to call on the demonstration 
day. 

“‘Bring in a saw,’ the salesman 
would say to the carpenter, ‘and let 
the Disston man have a look at it. 
Your saws probably are in fine con- 
dition, but the factory representa- 
tive who will be here may be able to 
show you some of the fine points of 
saw filing. He is an expert and he 
will show you how they file saws 
in the factory. He will file your saw 
if you care to have him—and it won't 
cost you a cent.’ 

“So that no one would overlook 
the matter, we had signs painted 
and displayed in prominent places 
in the store. These signs invited 
people to bring in their saws and 
have the expert file them. 


Carpenters Circularized 


“Three times a week—every other 
day for the two weeks before the 
demonstration—we advertised the 
coming event in the newspapers. 
On the Wednesday before the demon- 
stration we sent a letter to every 
carpenter in Holyoke. This letter 
was short and simple and was ad- 
dressed to the carpenters of Holyoke. 
It contained, among other para- 
graphs, the following: 


“Mr. Arnold is a practical 
saw filer and will have his bench 
set up in our tool department. 
Bring in your saw and get a 
first hand demonstration of saw 
filing by an expert. 

“If you appreciate this op- 
portunity as much as we think 
you will, Mr. Arnold will have 
a very sore arm when we close 
the doors at 9 P. M. Come 
early and tell your friends.’ 


“For the week before the event 
we devoted our principal window to 


Ingenious Brush Makes Auto 
Washing Easy 


The Clemens Auto Wash Brush, made 
by the Clemens Mfg. Co., 310 Commerce 
Building, Erie, Pa., is made of high 
grade maple wood, and fine horse tail 
hair is used and securely set in the 
wood with staples, giving a brush of 
neat appearance, strong and service- 
able, the bristles stapled in so tightly 
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a display of saws of all kinds, saw 
filing guides, saw files, etc., with the 
addition of axes, buck saws, cross 
cut saws and circular saws. to catch 
the eye of farmers and others who 
owned wood lots. 

“Then, on Friday—the day before 
we expected the carpenters to bring 
in their saws—we ran a half page 
advertisement in the local news- 
papers. This advertisement talked 
straight from the shoulder, contain- 
ing such statements as these: 


Stating the Case 


“*A good saw, well cared for 
and correctly filed, should cut 
as long as there is a blade wide 
enough for teeth. Disston hand 
saws last thirty, forty, fifty 
years. They will cut until they 
have been filed down to the size 
of a keyhole saw, but they 
should be properly filed. 

“ “Any mechanic, if he has the 
proper tools, can file and set a 
saw, but he must know how. 
More good saws wear out and 
lose their efficiency through in- 
correct filing than through hard 
use. 

“‘We want every one who 
buys a saw—or anything else— 
at the Russell store to obtain 
from it a maximum of service 
and satisfaction. That is why we 
have secured the services of a 
saw maker of many years’ ex- 
perience with Henry Disston 
& Sons to demonstrate tomor- 
row the correct way te care 
for a saw, how to file it, how 
to set the teeth, and the proper 
angle and bevel for the teeth. 
He will tell you the type of saw 
to use for any particular job, 
how saws differ in points and 
style, and anything else you can 
think of pertaining to saws. 

““Don‘t fail to take advan- 
tage of this opportunity to ob- 
tain the information you’ need 
every day from a man who 
knows saws from the first melt- 
ing of the steel to the finished 
article.’ 





they will not loosen or come out 
the use of either cold or hot water. 
To use this brush it is only necessary to 


that 
with 





Reading matter continued on page 





January 31, 1924 


“When I opened the store at 7:36, 
the first persons I admitted were 
three carpenters with saws. From 
that time untit 10 o’clock at night 
there were continuous groups of 
carpenters watching the filing and 
setting of saws. 


What the Expert Did 


“Of course not all carpenters 
brought saws, but all were intensely 
interested in the demonstration of 
correct methods. Mr. Arnold must 
have left with the ‘sore arm’ that 
we promised him, for he filed and 
set forty-eight saws, including a 
generous supply of 28-in. mitre box 
saws. 

“The condition of some of the 
saws brought in was surprising. A 
few had to be retoothed throughout . 
and there were a number that — 
showed the worst kinds of abuse. 
Yet all were in perfect condition 
when they left the store, and the 
owners were delighted with the re- 
sults. 

“Several carpenters whose saws 
were in good condition and who had 
had years: of experience in filing 
them told us that they had learned 
a great deal by watching an expert 
filer work. There were little kinks 
and ‘tricks of the trade’ that they 
had not yet mastered, and the 
demonstration would make their 
work easier and better for the rest 
of their lives.” 

Mr. Russell said the results of the 
demonstration not only increased 
sales of tools on the day of the event, 
but that the beneficial effect con- 
tinued for weeks. 

“Carpenters while waiting for 
their saws to be filed, or while wait- 
ing for information, naturally 
looked over other saws and tools,” 
said Mr. Russell. “Many good sales 
were made, and the demonstration 
gave impetus to the entire tool de- 
partment. The plan was so success- 
ful that we propose to have similar 
events at frequent intervals. When 
manufacturers cooperate with re- 
tailers in ways like these, the re- 
sults are: mutually beneficial.” 


detach the nozzle from the garden hose, 
attach to the brush, turn the water on 
lightly, spray the parts to be washed, 
then apply the brush with its own 
weight and give the parts another wash, 
rinse parts off and wipe dry with a soft 
chamois. The Clemens Auto Wash 
Brush can be used in garages, stables, 
or on railroads for either dusting or 
washing purposes and one hundred and 
one other places, for it has a number of 
varied uses. 
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Do You Want 
Price and Quality ? 


You get both in McKinney Hinges and 
Butts. Don’t think that because we make 
first-class brass and bronze goods we 
don’t make hinges and butts for run of 
work of all kinds. We do—and our pro- 
duction is so geared that 


Mc KINNEY 
[Hinges Butts 





are sold at good figures for you. It is a 
fact that our line means a better butt for 
the same price or an equal butt for less. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, 
shelf brackets, window and screen hardware, steel 
dior mats and wrought specialties 
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Forty Years of Hardware 


(Continued from page 27) 


piece de résistance was our line of piano lamps. 
They were made of gilded brass and hammered iron 
and onyx and marble. The things that composed them 
were gathered from the far ends of the earth. My, 
my, my, how it makes one laugh to think of the parlor 
of a successful man in the West of those days when 
he filled it up With these lamps! One lamp would hang 
with all of fits glittering prisms from the center of 
the ceiling, Other lamps would repose near windows 
on tables, ut as stated above, the work of art in the 
line of lamps was always the monumental affair that 
loomed up like a Christmas tree next to the piano. 
Sometimes in my travels there were no hotels, but 
some private citizen would take in an occasional com- 
meréiql téurist. In some of these houses I have gone 
to bed in rooms decorated with the lurid taste of that 
day. As I climbed into the bed and just before I blew 
out the lamp, I would gaze at my surroundings. In 
the midst of all the glory of shining furniture and 
flowered paper and figured carpets were these gor- 
geous lamps. I have since that time made studies 
of the artistic manifestations of the Victorian Era, 
but that era was nothing if you compare it with the 
Americana, say from 1880 to 1890. In the midst of 
all this grandeur over the door, worked in worsted, 
would be mottos such as: “God Bless Our Home!”’ 
Well, we might call it the “Lamp Era” and it was 
just in this era that J. E. Smith sent us a magnificent 
lamp catalog, like Joseph’s coat, lithographed in many 


every kind, arranged in every combination. There 
were assortments enough to make one’s head swim. 
Among the other special salesmen who came West 
to help show me how to sell goods was also a special 
lamp salesman. I must admit I have forgotten his 
name. He was a stout, young gentleman whose vest 
and trousers never seemed to be able to connect over 
his circular front. I was always reyguesting him to 
pull down his vest or to pull up his trousers, but not- 
withstanding the expanse of smooth shirt front always 
in evidence around his equator, he sold lamps. He 
brought a line of samples with him and my sample 
room took on all the colors of a flower garden. To- 
gether we sold a straight carload of lamps and then we 
finished by taking a trip in the cog train up Pike’s 
Peak. We carried a Keen Kutter handled axe with us. 
and I have a photograph somewhere among my belong+ 
ings, of the fat lamp salesman with his wide open vest 
waving this axe, like Jove with his thunderbolts, on 
the highest point of Pike’s Peak. It was curious, 
but there seemed to be no limit to the capacity of my 
territory in Colorado to absorb all kinds of goods! | 
However, in my next article I will tell the story of 
the prince of special salesmen. These others I have 
written about were all very good in their way, but 
the salesman I will write about in my next chapter 
to my mind is the best special salesman I have ever 
known and that, I believe, is saying a good deal. 


colors. This catalog was wonderful. 


Electric Washer Has New 
Operating Principle 


The Lincoln Ring-Vac, a new type ° 


electric Washer, made by the Lincoln 
Washing Machine Co., Detroit, Mich., 
resembles the vacuum cup washer in its 
external appearance; it operates upon 
an entirely new principle, a perfected 
design of the vacuum plunger with sev- 
eral new advantages. 

This washer provides an interesting 





It had lamps of 





demonstration. The prospective cus- 
tomer can look right down into and 
watch the cleansing action with the 
cover of the tub removed. The clothes 
are washed entirely by air and water 
currents that puff open, separate and 
suspend the clothes loosely in steaming 
suds. A powerful pumping action is ob- 
tained by a patented ring plunger that 
moves up and down next to the inside 
wall of the tub, around its entire cir- 
cumference. This broad beveled ring 
carries with it a large amount of air 
on the downward stroke. It keeps the 
clothes in constant turning motior 
while powerful waves of air, soap and 
water are driven through the cloth 136 
times per minute. The Ring-Vac is well 
made and is free from complicated 
parts. All gears are machine cut and 
automobile standards of production and 
assembly make it a very sturdy and 
smooth running product. One outstand- 
ing claim of the manufacturer is that 
no oiling is necessary, as graphited 
bronze bearings are used throughout. 
The wringer is of heavy cast aluminum 
and is equipped with a new and positive 
safety release. The rubber rolls are 
extra large, 2% by 12 in., of the soft- 
cushion type and guaranteed not to 
break buttons, handling thick or thin 
wringings with equal effect. A dealer 
distributing organization is rapidly be- 
ing formed in various parts of the coun- 
try. 


(To be continued) 


Resistance Unit Increases Eff- 
ciency of Radio Output 


A 35-Ohm Resistance Unit, designed 
for use in connection with the new UV 
199 and other low consumption tubes 
and to enable the use of the 6-volt stor- 
age battery in connection with the so- 
called “dry cell” tubes, has recently . 
been placed on the market by Herbert | 
H. Frost, 154 West Lake Street, Chi- 
cago, Ill. It has high grade resistance 
element wound on fiber base and 
mounted on a punched brass frame. 
Contact arm is movable over entire 
range of winding, providing a conven- 
ient means of securing the proper re- 
sistance for any tube or type of bat- 
tery. 


f 
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No. 630 35-ohm 
Resistance Unit 


Reading matter continued on page 56 
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To Make a Sure Sale, Talk to Him Like This: 


‘‘Ever wake up late on a frosty morning and find the swinging 
doors to your garage blocked with drifted snow? Or struggle 
to open them in the face of a heavy galer ‘These are just two 
of the many troubles you avoid when the doors of your garage 
are the sliding-folding type equipped with— 




















Garage Door Hardware 


Slidetite equipped doors open and close with the least effort. They slide and 
fold inside—flat against the wall, leaving a wide, unobstructed opening. 
Cannot blow shut when open and are absolutely weather-tight*° when closed. 
It is simple matter to change the doors ot your present garage and equip 
them with Slidetite Garage Door Hardware. 


Slidetite is the only practicable hardware for openings requiring more than 
six doors. Even in openings as wide as 30 feet, the doors will never 
stick or sag. 
These ds crams show the sim. poo Catalog A-29 gives complete information about 
of 'Slidetite equipped garage idetite,’ and practical suggestions and illustrations 

— for modern garage doorways. Write for it today. 
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New purchasers always point 
it eut with pride to their 
guests and friends, because 
its novel construction and 
remarkable’ efficiency are 
topics of conversation. 
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HE Ace Knife Sharp- | 

: ener is just such an | 
. article that brings at | 
least three sales for one. | © 

a 

< 


Its neat, compact construc- 
tion makes it adaptable to 
any place in the kitchen, 





| whether right on top of the 
-| dresser or on the window 
frame as pictured above. 
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Perhaps some of your customers 
prefer the Ace mounted on a 


handle. Keep some of these f-. 
handles always in stock. 


Ace Hardware Mfg. Corp. 


PHILADELPHIA 
Z Nee 








San Francisco 
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INDIANA RETAIL HARDWARE ASSOCIATION, 


Inc., CONVENTION AND EXHIBITION, Cadle 
Tabernacle, Indianapolis, Jan. 29, 30, 31, 
Feb. 1, 1924. G. F. Sheeley, secretary, 


Indianapolis, Ind. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Lynchburg, Feb. 5, 6, 7, 1924. 
Thomas B. Howell, secretary, Richmond. 

NEBRASKA RETAIL HARDWARE ASSOCIATION 
‘tae AND EXHIBITION, Lincoln, Feb. 

6, 7, 8, 1924. George H. Dietz, secretary, 
tha 419 Little Building, Lincoln, Neb. 

WISCONBIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Milwau- 
kee Auditorium, Feb. 6, 7, 8, 1924. George 
W. Kornley, manager of exhibits, 1476 
Green Bay Avenue, Milwaukee. r. de 
a. secretary-treasurer, Stevens-Point, 

s. 

PACIFIC NORTHWEST HARDWARE AND IM- 
PLEMENT ASSOCIATION or es —- 


kane, Wash., Feb. 4 192 
Lucas, secretary, Hutton S Building, Spo- 
kane, Wash. 


MONTANA IMPLEMENT AND HARDWARE As- 
SOCIATION CONVENTION, Billings, Feb. 6, 7, 
1924. A. C. Talmage, secretary, Bozeman. 


OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 13, 14, 15, 1924. E. E. 
Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 


MICHIGAN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Grand 
Rapids, Feb. 12, 18, 14, 15, 1924. "Karl §. 
Judson, exhibit manager, 348 Morris Ave- 
nue, Grand Rapids. A. J. Scott, secretary, 


Marine City, Mich. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 12, 18, 14, 15, 
1924. Sharon E. Jones, secretary-treasurer, 
Wesley Building, Philadelphia, Pa. 


Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 12-15, 1924. ’ Sale secretary- 
treasurer, Mason City, Iowa. 


CONNECTITUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Taft, New Haven, Feb. 
14, 15, 1924. Henry S. Hitchcock, secre- 
tary, Woodbury. 


NEW YORK RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headquarters, McA Ipin 
Hotel, ‘and exhibition at Seventy-first Regi- 
ment Armory. John B. Foley, secretary, 
et" a City Bank Building, Syracuge, 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cincinnati, Feb. 19. 
20, 21, 22, 1924. James B. Carson. 1001 
Schwind Building, Dayton, Ohio. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Feb. 20, 21. 22. 
1924. George A. Fiel, secretary, 10 High 
Street, Boston 9, Mass. 

NORTH DAKOTA RETAIL 
SOCIATION CONVENTION AND 


HARDWARE As- 
EX HIRITION. 
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Municipal Auditorium, Fargo, Feb. 20, 21, 
22, 1924. C. N. Barnes, secretary, Grand 
Forks. 

MissouRI RETAIL HARDWARE ASSOCIATION 
CONVENTION ANB EXHIBITION, Marquette 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 

X. aoeter, secretary, 5106 North 
Broadway, St. Louis. 

CALIFORNIA RETAIL HARDWARE IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 
March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 


Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, Feb. 
19, 20, 21, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Paul 
Auditorium, Feb. 26, 27, 28, 29, 1924. C. H. 
Casey, secretary, Metropolitan Life Bldg.. 
Minneapolis, Minn. . 

SoutH DAKOTA RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls, March 4, 6, 7, 1924. 
Cc. . Casey, aeorerer?. Metropolitan Life 
Bldg., Minneapolis, Minn. 

SouTHERN pene dinnentonl mann a nary 
ASSOCIATION CONVENTI HIBITION, 
Los Angeles, March ll. 12, i, i924 H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 

AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 
Convention, New Orleans, La., April 8, 9, 
10, 11, 4. Headquarters, 

Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel ‘ey ste 
Amarillo, Tex., May 19, 20, 1924. C. 
Thompson, secretary-treasurer, 
Tex. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga.. 


came: 


May 27, 28, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 

MISSISSIPPI RETAIL HARDWARE AND ImM- 


PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach. 
N. C., June.17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18. 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 





Parallel Bench Vise Has All 
Steel Slide 


The “Simplex Gray” is the name of 
a new parallel bench vise, recently 
placed on the market by the Simplex 
Tool Co., mechanical engineers and de- 
signers of special and automatic ma- 
chinery, Woonsocket, R. I. A special 
feature of the new vise is the all steel 
slide, which is said to be practically un- 
breakable. 

Every part of the vise is manufac- 
tured with great care, and the material 


that is used in its construction is the . 


best that can be obtained for the part it 
is intended. Its body is cast of a 
special tough grade of crucible iron 
and the jaws are made of fine grade 
of steel hardened and ground. The 


square thread screw is made of steel 
machine cut, and is retained in place 
by a cap in front of the sliding jaw 
which eliminates the necessity of coring 
the inside of the vise for a collar. The 
nut is of ample length and easily re- 
placeable. The “Simplex Gray” is 
made in sizes from 3 in. to 7 in. 





Reading matter continued on page 58 











d anuary 31, 1924 


HARDWARE AGE 


57 





} The live hardware 
: dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 





The largest hose manu- 





‘‘T Laughed at Jones 


‘*My friend Jones keeps the hardware store 
in the next large town. While I was there 
yesterday I fell over his garden hose stock 
in a dark corner of the store. 


‘“It was poor stuff—every size, every color, 
most of it old. Most of the kinds were 
sharply reduced. “There’s no money in hose 
anyhow,’ Jones complained. . 


‘The trouble is with his system. He doesn’t 
average a profit of two cents a foot. I 
explained my 5/8ths policy and showed him 
the figures in my book. I think he saw the 
hght.’’ 
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Here’s a Door 
Brace That 
Sells Fast 





Sereen doors can’t sag with 
this Arcade Warner Door 
Brace. Each corner plate 
fits over two sides of door 
frame—a firm hold—easy 


to adjust. 
Demonstrate it in your 
store with an i old 


screen door—show 
your customers how 
wobbly screen door 
corners can be held 
firmly in place 
with the Arcade 
Warner Door 
Brace—let them 
test it in your 
store—it’ll sell 
itself, and at 


a good profit. 











Also you can sell your 
trade the best screen 








ARCADE 


HARDWARE 


door Spring Hinges made | 
at a price no greater — 


than that of inferior 

makes. The Arcade is the 

highest type of modern 

spring construction — quick 

/ and powerful—made with 

/ and without holdback—cannot 
/ get out of order. 


Dealers everywhere are making | 


} real profits on these and many | 


other Arcade hardware and toy 
items. 


A few of our popular and profitable 
cast iron toys are: Yellow Cab— 
Ford Sedan — Ford Touring — Ford 
j Coupe—Chevrolet Coupe—Red Baby 
Truck—Oliver Plow—Fordson Tractor 
mp & K. Truck Trailer-—Andy Gump 

in ° 


Your jobber can supply you. Write us 
for catalog No. 30-E showing complete line 


of Arcade hardware accessories and cast 
iron toys. 


Arcade Manufacturing Company 
Freeport, Illinois 


Also Makers of 


ARCADE 
HARDWARE AND TOYS 
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Washingtor News 


(Continued from page 35) 





Guns, rifles and pistols pay a special 
tax of 10 per cent. 

The cheapest hunting coat pays a tax. 

Motor boats are taxed. 

In the last revision of the internal 
revenue laws the tax was taken off the 
majority of the so-called sporting 
goods. It was also lifted from musical] 
instruments so that the hardware re- 
tailer need no longer turn in to the 


treasury a tax on every phonograph he 
_sells—provided no part of it is plated 


a 


with silver or gold—but if he sells a 
fife or flute or on a special order pro- 


cures a bass horn for the local band he 





SL sessions 


ee 





is held up for a 5 per cent tax thereon. 

A brief has been filed with the Ways 
and Means Committee by Frank S. 
Bright, attorney for the Winchester Re- 
peating Arms Company, in support of 
his plea presented at the recent hear- 
ing for the repeal of the present tax on 
guns and rifles. Mr. Bright does not 
ask that the tax on pistols and re- 
volvers be lifted, but contends that the 
impost on shotguns and sporting rifles 
is an unjust burden and should be 
promptly abolished. The argument in 
favor of the elimination of this tax is 
set forth in part as follows: 


Would Exempt Shotguns and Rifles 


“By paragraph 7, section 900, Title 
IX, of the 1921 Revenue Act, the tax on 
sporting goods was eliminated except 
on ‘firearms, shells and cartridges.’ 

“There has grown up a very strong 
prejudice in this country, and a most 
justifiable one, against the use of pis- 
tols and revolvers because they have 
contributed so much to the disgracefully 
high homicide rate, and this tax on 
‘firearms, shells and cartridges’ was re- 
tained when the rest of the tax on sport- 
ing firearms, rifles and shotguns (with 
ammunition for same) were subject to 
tax along with pistols and revolvers. 

“The Winchester Repeating Arms Co. 
is very desirous of having this injustice 
corrected in the forthcoming revenue 
bill. 

“By the 1921 act, billiard and pool 
balls and tables, dice, poker chips, etce., 
were relieved from any tax, but the 
farmer boy when he starts to hunt rab- 
bits of a winter morning pays to the 
United States 10 per cent of the cost of 
his shotgun or rifle and ammunition. 

“At the time the 1921 act was under 
consideration in behalf of the Winches- 
ter Company we had this subject up 
with Senators Smoot, McLean and Mc- 
Cumber and Congressman Fordney, and 
they agreed that shotguns, rifles and 
ammunition for same ought to be ex- 
empted from tax, but the matter was 
not brought forward until the con- 
ferees were just closing discussion on 
the bill and there was not time to get 
the amendment on. 


Tax Nets $2,500,000 


“I am inclosing you herewith a state- 
ment of the tax paid by the Winchester 
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Company under this provision of the 
1921 act for the year 1922. Informa- 
tion is available as to the tax received 
provision can be made by substituting 
from the other manufacturers, and with 
knowledge of the industry I should say 
that the total income of the Government 
from thos tax would not exceed 
$2,500,000 per annum. 

“The relief desired will be secured 
by eliminating said paragraph 7, Sec- 
tion 900, Title IX of the 1921 act. If 
it is desired to retain the tax on pistols, 
revolvers and ammunition for same, 
for the word ‘firearms’ the words ‘pis- 
tols and revolvers.’ ” 

There appears to be a strong dispo- 
position on the part of the Ways and 
Means Committee to lift the tex on 
shotguns and rifles, but, as suggested by 
Mr. Bright, there is a feeling that re- 
volvers and pistols of all kinds should 
continue to bear the tax and in fact 
that the State laws and municipal regu- 
lations for the sale of these articles 
should be tightened up to prevent them 
from falling into the hands of evilly dis- 
posed persons. 


May Consider Tariff Amendments 


In my letter last week I called atten- 
tion to the opportunity that would be 
afforded during the coming debate on 
the tax reduction bill for members to 
introduce amendments changing tariff 
rates as well as internal revenue levies. 
This opportunity is based upon the re- 
cent rescinding by the House of the 
so-called Underwood rule which pro- 
hibited the offering of amendments to 
revenue bills except upon the recom- 
mendation of the Ways and Means Com- 
mittee. 

The developments of the past week 
have made it increasingly probable that 
tariff amendments will be offered, and 
it is now among the possibilities that 
the Ways and Means Committee will 
present such an amendment with its 
hearty recommendation. 

The representatives of the motor 
boat industry who appeared before the 
committee last week to urge the re- 
peal of this tax drew attention to the 
fact that under a decision of the United 
States Supreme Court no duty is levied 
upon boats of foreign manufacture im- 
ported for the personal use of the pur- 
chaser. The court holds that the 10 
per cent tax levied on boats applies only 
to those “imported for sale or intended 
to be sold” and not to boats actually 
purchased abroad by a resident of the 
United States and brought in for his 
own use and not as merchandise. 


Sharp Foreign Competition 


Since the handing down of this de- 
cision large numbers of orders have 
been placed in Canada, Scotland and 
even in Germany. The saving in the 
purchase of these foreign-built boats 
over the cost of boats produced in the 
United States is said to range from 25 
to 40 per cent, but, of course, the Amer- 
ican boat builders lose the orders, the 
resultant shrinkage in the volume of 
their output totaling an appalling 
figure. 











January 31, 1924 


HARDWARE AGE 








NL 


Z| 
tn at lime ea a, RR an li, celle coma oN. meen A A 
= O FOS OHSS SSSESFSSSESTSSSHSEEEKSSSSHSSSSESHSSESSSSSSSSSHHAASTESOSDS SE SSSSSESESFSCAVESSSEESSTSSSSSESESSLHASEEEEEEEOSEEE 
fea 
e-— 
i \ ° 


: 
. 


TSI ICT 





y 





\ 
So —~ 


Ae eR METER OR RERAERERMRERMRERE LTE RMR SRT TN VY ER ER ERR R RET EE EY 


\ 


a a ae 


So SV 


i _ S 


i ee 








NT TOT TT TOT 
©) a Fae Fla Fett Fl Vai cS Vaan allies Va 


WOAQDUOOODEDUUUO ADD AANTADOENUUAEANUUOUEEAAAEAU NAAN ATA 


ee 


1 || 
~~ 


i 





a 
— 











AYU UA NANA UATE TATTLE AAA 


“a ee 


ee 


MIMI 


I 


Machine Screws 
Stove Bolts 
Tire bolts: 












































American Screw Co. 


PROVIDENCE , ) > me F 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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In commenting upon the Supreme 
Court’s decision at the close of the re- 
cent hearings before the Ways and 
Means Committee, Chairman Green an- 
nounced that he had examined the 
court’s opinion with great care and 
that it would be “very easy” for the 
committee to apply a remedy to the 
condition complained of. This was ac- 
cepted as an intimation that the com- 
mittee may report an amendment to the 
Fordney-McCumber tariff law imposing 
a duty on boats whether imported for 
sale or for personal use. 


No Relief from Tariff Commission 


President Sutphen of the National 
Association of Engine and Boat Manu- 
facturers told the committee that the 
matter had been brought to the atten- 
tion of the Tariff Commission and that 
he hoped that body would provide a 
remedy for the oversight of Congress. 
Representative Young replied, however, 
that the Tariff Commission had no 
power to impose a duty on an article 
where Congress has failed to do so. 
Chairman Green then intimated that 
the committee might recommend a duty 
on “boats imported regardless of 
whether they are imported for sale or 
not” and reduce the present 10 per cent 
internal revenue to 5 per cent. 

It will be seen, therefore, that much 
interest attaches to the question as to 
whether the Ways and Means Commit- 
tee in reporting the tax reduction bill 
will add any tariff riders. If this is 
done it is difficult to see how they can 
be ruled out by the presiding officer in 
view of the rescinding of the Under- 
wood rule, but it goes without saying 
that if any tariff amendment is ac- 


Handy Apron Supplied with 
“Universal” Vacuum Cleaner 
Attachment Set 


Landers, Frary & Clark, New Britain, 
Conn., is now packing with each at- 
tachment set for its “Universal” vac- 
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cepted the floodgates will be loosed and 
the majority leaders will lose all con- 
trol of the pending bill. 


Price Maintenance Hearings 


Intimations have been given out dur- 
ing the past week that the House Com- 
mittee on Interstate and Foreign Com- 
merce during the coming week will 
announce its program of hearings for 
railroad and price maintenance legis- 
lation. While the champions of the 
Kelly, Merritt and Wyant bills are 
anxious to have their measures taken 
up as speedily as possible, they will not 
antagonize railroad legislation in view 
of President Coolidge’s plea that it shall 
be expedited, and it therefore seems 
probable that hearings on the price 
maintenance measures will not take 
place until the latter part of February. 

Interest in price maintenance legis- 
lation continues to grow, however, and 
literally thousands of letters from busi- 
ness men urging the enactment of a 
well-considered law authorizing manu- 
facturers to fix the resale prices of 
identified merchandise are pouring in 
upon Congress weekly. In commenting 
upon this avalanche of appeals from 
producers in all industries, Secretary 
Whittier of the American Fair Trade 
League, who has spent the last week in 
Washington looking over the situation, 
makes the following statement: 


What Manufacturers Can Do 


“These manufacturers include some 
of the largest advertisers in the coun- 
try. It is advertising, next to the 
merits of their goods, that has given 
most of them the leadership they right- 





uum cleaner, a special handy apron, 
supplied gratis and as part of its 
regular equipment. The apron is made 
of fine fabric cretonne and is very 
attractive in appearance. It has a 
white background. with smal] cross- 
bars, with blue birds among sprigs 
of wild cherry. The apron is bound 
with mercerized tape and is provided 
with capacious pockets, as may be 
seen from the accompanying illustra- 
tion. 





New “A” Battery Switch Easily 
Installed 


The One-Hole “A” Battery Switch, 
made by the Cutler-Hammer Mfg. Co 
Milwaukee, Wis., is a very useful de- 
vice, designed to improve the efficiency 
of the radio receiving outfits and also 
to conserve the “A” batteries. The 
average man figures that when the 
rheostats are turned off and the tubes 
are not illuminated, the battery cur- 
rent is also turned off. This is the 
case in only a small M oportion of re- 
ceiving sets in use. e average mod- 
ern receiver has in its make-up one 
or more potentiometers, which are 
bridged across the “A” battery cir- 
cuit. This means that there is a con- 
stant, thou ugh small, drain on the “A” 

battery. ot much current is con- 
sumed while operating, but if the drain 
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ly enjoy. Why should they not devote 
some of their advertising efforts to edu- 
cational standard price campaigns? 
Here are a few of the facts they can 
teach the public—facts which the pub- 
lic will understand and appreciate: 

“That during the abnormal price ad- 
vances after the war articles upon 
which uniform resale prices were main- 
tained showed a far smaller ratio of 
price increase than the general average. 

“That retailers who attract trade by 
cutting prices of standard goods more 
than make up their losses by exorbitant 
profits on unknown goods of doubtful 
quality. 


Tends Toward Monopoly 


“That price-cutting tends to ruin the 
business of independent merchants and 
concentrate trade in the hands of a few 
middlemen. 

“That refusal to a manufacturer of 
the right to standardize resale prices 
deprives him of the just return for his 
industry, enterprise and honest dealing 
with the public, and robs him of the 
good-will which may be his greatest as- 
set.” 

Representative Merritt, the author of 
H. R. 6, probably the most popular of 
the pending price maintenance bills, is 
urging Chairman Winslow of the Com- 
mittee on Interstate and Foreign Com- 
merce to make an early announcement 
of the date of the price maintenance 
hearings in order that business men 
everywhere may prepare to address the 
committee either orally or in writing. 
Mr. Winslow has promised to make an 
announcement as soon as the general 
program of the committee can be formu- 
lated. 


is continual] it will surely run the “A” 
pattery down. The use of an “A” 
battery switch has several advantages: 
It protects the storage battery from 
slow discharge through the set itself; 
it protects the tubes from idle fingers 
manipulating the rheostats; it is easy 
to push the button in when interrupted 
while operating the set, and to pull the 
button out when it is desired to again 


receive. As a rule this can be done 
without losing the station last listened 
to. The C-H “A” battery switch is 


easy to install—one 7/16-in. hole in 
the panel is all that is necessary. It 
is neat in size and appearance and has 
a positive wiping contact, so desirable 
in radio apparatus. 
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“The Recognized Leader | 


Sie: Proven merit has won for GALVAN- Eee 


seees OID the pre-eminent favor of the trade. $358: 


Ht GALVANOID is heavily electro-zincked i333: 


Ht after weaving by our modern electric HE 


Ht =§6s process. Then a coating of transparent HE 


sess: varnish is baked on. This protects the seeee 


HHH 8€§6=s- attractive finish, and adds to the firmness se8ee 


HHH 6 aand durability of GALVANOID. Do _ fee 


seeee not accept substitutes. Look for the red- gees 




















































Why You Should Buy 


Tubular Rivet & 
Stud Company 


Rivets 


Reason No. | 7 


Men and institutions 
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att That quality in screen cloth is seaes 

comet being recognized more than ever tS . 

seats before is shown by our greatly in- [EHH are judged by charac- 

aH ed sales of “AMERICAN HE 

HE BRONZE” EE ter. This also applies 

sisi: The price is now down to a level Pt : “ 

233 enabling more dealers and jobbers i335: with equal force to a 

He —— in commodity. 

i322: | Are you overlooking opportunities — FERE 

Hd 6 |e for BRONZE sales? iH ; 

HEE | BRONZE is made of best hard- HEH Retailers realize the 

sess: eS drawn wire 90% copper and 10% (HE y 

seees | non-corrosive alloy, principally eeees adv antages of mer- 

StH: zinc. BRONZE should last as [HH “er 

te long as the house in most sections. FE chandising a product 

crete Avoid copper substitutes because RE ' ’ 

sists these are entirely too soft and will —RRR for which no apology 

Hail not last as long. Ht need be made. 

ieee We Also Manufacture Hite 

=] “AMERICAN BRAND” fF 

seees Painted—Bright Galvanized—Kopnaik— seeee 

tik Monel—Copper, Special grades for par- th nN Nn N vi] N | )f if T T ¥ 
te ticular requirements. sae 

a American Wire Fabrics Corp. a TUBULAR RIVET & STUD 
EEE Wickwire Reena ry Corporation ith COMPANY 
iE ee ae ee BOSTON 
ttt 41 East Forty-second Street, New York eH | 
5535 Western Sales Office iBEE: 

=: 208 So LaSalle Street, Chicago is3z2 — re nSStE 
3: Worcester Buffaio Philadelphia San Francisco He —— O = | 
ss Tos Angeles » geese ——— ‘= : 
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No. 255 


Beautifully finished hardwood 
board, fitted with hangers and 


Night Latches complete. 


THE E. T. FRAIM LOCK CO. 
LANCASTER, PENNA., U.S. A. 


We Have a Board for 
Night Latches Too 


~~ Scustomers to 
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Sales Agents in 


New York Boston 
Chicago Seattle 
Denver 


Los Angeles 
Montreal 
San Francisco + Vancouver 
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It adorns a 
dealer’s shelf. 
It reminds his 









buy. It saves 
the time of his 
clerks and him- 
self. It in- 
creases sales. 









It comes 






equipped with 
five FRAIM 
Standard Night 






Latches as 





shown, ranging 





from the ordi- 






nary warded 






type tothe 







finest pin-tum- 








bler models, re- 





tailing from 65 
cents to $2.50. 
Refill Assort- 


ments are sup- 













plied by your 
jobber. For 


prices see cata- 






log or write. 







Philadelphia 
Dallas 
Nashville 
Winnipeg 
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ALLITH-PROUTY 


The KING HINGE 
has established an 


ENVIABLE DEMAND 


As a source of quick, clean profit, no spring 
hinge moves so quickly from dealers’ shelves 
or gives so much satisfaction and long life as 
the KING HINGE. 


Sturdy, durable and attractive in appearance. 
Most easily installed. ‘Spring tension adjust- 
ment needs no tools. Easy dismantling to re- 
move door. 


Four types—-full ‘and half surface, ball and 
plain tip. Furnished in the usual standard 
finishes. Conveniently packed in pairs as well 
as in sets with pull and hook. 

Get ‘in touch with your jobber today—he can 
give you prompt service on KING HINGES. 
Ask for our big catalog. Study the profitable 
lines of door hangers, garage door hardware 
and hardware specialties. 


ALLITH-PROUTY CO. 


Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware thruout the United States 





January 31, 
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1924 
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F hardware retailers themselves 
had formulated an ideal agree- 
ment with the tire jobber, it would 
scarcely have been more to the 
dealer’sadvantagethantheRevere 
arrangement for 1924. 


It gives the hardware man an 
opportunity to carry a high qual- 
ity line of tires with assurance of 
how he is coming out at the end 
of the season. 


There has never been such a 
profitable outlook in the history 
of the tire business as there is to- 
day among dealers in Revere 
Cords and the 30 x 3!2 “R” Tread 
Clincher Cords for light cars. 


REVERE RUBBER COMPANY 


1790 Broadway ““ 
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WARREN SYSTE® 


Actual Sales Records 
Prove...... 


That any retail hardware store that 
can make money with old-fashioned, 
inadequate or cheaply constructed 
fixtures, would make a great deal 
more with Warren’s modern, up-to- 
date Sectional Display Fixtures. 


Warren Fixtures 


Are made on the Sectional Interchangeable 
Unit System—designed by hardware men for 
retail hardware stores. A Combination for 
stores of every size—a Fixture any depth 
desired for any stock. ' 





A well assorted stock of hardware attractively 
displayed not only encourages additional sales, 
but saves the time of clerks, safeguards your 
stock against deterioration and will enable you 
to make a better showing with a small stock 
than with a large stock in old-fashfoned in- 
adequate fixtures. 

Our Service Department will show 

you how this can be brought about in 


your store, without obligation. Write 
us regarding your store problems. 


“There Is No Substitute for Warren Fixtures’’ 


J. D. Warren Mfg. Company 
159 N. State Street Chicago, Illinois 
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Stanchions 


certainly profit 
makers because 
they are the 
right kind—they 
are the kind the 
farmer wants. 
Ney Steel, 
Wood-lined 
Stanchion sells_ itself on 
sight and stays sold with- 
out service or repairs. There 
i3 no spring im the Ney 
Stanchion to break through or 
rust. Equipped complete with 
chain and stall rests and sold 
through dealers only. 


Door Hangers: Ney No. 40 Door 
Hangers a sure-fire seller; makes 
hanging of doors on barns, garages, 
etc., a quick and easy task. No 
hinges or fittings are packed with Ney 


hangers—you sell from 
Original your regular stock. 
Genuine Get our ha ye No. 25 
IAAVING for detailed information. 
TOOLS 


Standara Everywhere 


Merchandise Car- Wire Stretchers 












Hay Carriers 


Hay Carrier Steel riers Weldless Chain 
Tracks and Fix- Steel Hoists Tie-out Chains 
tures Hay Knives Hardware Special- 

Hay ——- Barn Door ties 

Hay Forks Hangers and Hay Rack Clamps 

Pulleys Tracks 





The NEY MANUFACTURING CO. 


Established 1879 
CANTON OHIO 


Minneapolis. Minn. Council Bluffs, lowa 
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7 \9/ /POWER PUMPS 
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When you sell Myers Self-Oiling Power 
Pumps your customers get more gallons of 
, Pak water per dollar invested than they possibly 
could from old style, open gear, can-oiled, cup- 
lubricated power pumps while your profits 
mount in the same proportion from increased 
sales created by this class of service. 


Perfect  self-lubrication, housed working 
parts, over-size valves, direct waterways, im- 
roved method of power application and other 
te features permit operation at high - omg 
or against heavy pressure with perfect sa ety, 
eliminate wear and breakage, make possible 
twenty-four hour day-in-day-out continuous 
service with practically no care or attention, 
and increase the volume from forty to fifty 
per cent, without boosting operation costs in 
the least. 


If the sale of power pumps is already an 
important part of your business—if you con- 
template entering this particular field—there 
are bigger — and more of them from 

/ Myers Self-Oiling Power Pumps and Workin 
Heads than from others that are not endowe 
with so many sales-producing, service-giving, 
dollar-saving features. 


Get a copy of our No. S024 Catalog and 
| prices. 










Twewve Sizes 
For PUMPING 
HOT or COLD 
WATER ,OIL 

AND OTHER 
LIQUIDS 












Undisturbed, the spider spins his silken web 
around the old can that is no longer_needed to oil 
this modern self-lubricating Myers Power Pump. 





THE F.E.MYERS= BRO. cc: 
s ASHLAND, OHIO. ” 


ASHLAND PUMP AND HAY TOOL WORKS 
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“There is likewise a reward for faithful 


uithfi ul silence 


meta HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


* Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 









Griffin Manufacturing Co. 


Erie, Penna. 
45 Warren St., N. Y. 74 W. Lake St., Chicago, HL 














VLAN HRNAAAUAA LTT 


The “Haedware Cloth” Customer 


Most of these customers “Get the habit” of asking for “Perfect” Hard- 
ware Cloth because they have used “Perfect” Screen Wire Cloth and like 
that brand. 


And they like “Perfect” Hardware Cloth because our process of galvan- 
izing it after it is woven not only insures a good coat of galvanizing, but 
solders every joint, renders the joints impervious to rust, strengthens the 
wires and prevents them from spreading. 


Whether a man wants it for lining corn cribs, for use in cotton gins, for 
protecting factory or cellar windows, or for making ash sifters, doesn’t matter, 
so long as he gets “Perfect”—“The Hardware Cloth that stands Hard Wear.” 


Your Jobber stocks “Perfect.” 





NPQ TM 


CULL ONETA 





WI 


MUU 10011000 AU A 


LUDLOW-SAYLOR WIRE CO. 
) St. Loris, Mo. 
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Look for This Trade Mark! 


Two Sizes Meet All Hose Clamp Demands 





With a condensed stock, two sizes only, you can meet every demand for hose 
clamps. There isn’t a hose made, from % in. up, that the UNIVERSAL Hose 


Clamp will not fit. 

The Junior size takes care of all hose from 4 to 1% inches in diam., the Senior 
size hose from 1 to 3 inches, and both sizes used in series make it possible to clamp 
anything up to 6 ft. or over. 

The UNIVERSAL Hose Clamp consists of a band of tough cold-rolled ribbon 
steel, a bolt and a‘nut. The band has holes % of an inch apart, is scored between 
for an easy break-off and guarantees round edges. Electro-galvanized, with pres- 
sure-increasing bead at the clamping point. 


Here is a clamp that gives 100% service, pays good profits, and sells rapidly. 
Demand UNIVERSAL Hose Clamps when you order. Your jobber has them. 
Packed in cartons of 50. 


UNIVERSAL INDUSTRIAL CORPORATION - - - - - Hackensack, N. J. 


Sole Manufacturers et ee 
DEPARTMENT OF SALES March 20, 1917 








CHICAGO PHILADELPHIA BOSTON DALLAS LOS ANGELES March 1, 1921 
F. C. West Corp. T. Scott Eavensen Burton Rogers Co. Harry Knight Roland 8S. Boreham 
616 S. Michigan Ave. 1533 Cherry St. 755 Boylston St. 2218 Commerce St. 600 Metropolitan Bldg. ' 







HOSE 
Adjustable to fit arvy Lose of ary Siz 





Elevators 


Kimball Hand Power 
machines are simple, prac- 
tical and easy to operate. 
Fitted with roller bearings. 
they need no oiling, yet; 
they run smoother, with' 
less friction than any other, 
hand power machines: 
sold. Easily installed by. 
anyone handy with a saw’ 
and hammer, asthe partsall 

come sawed, drilled and 

fitted ready to install. 


Write for booklet on hand 
power machines. 


KIMBALL BROS. CO. 


1117-41 9th. St. Council Bluffs, lowa 











This Latch 
Spells Safety 


With the new No. 202 Dead Bolt 
Night Latch absolute protection 
is secured. 










































One turn of the key backwards 
in the lock secures both bolt 
and inside knob. It can then be 
opened only by the proper key. 
It gives absolute protection to 
home or business. 

























Write for prices on this new, 
easily salable latch. 












There is a Kimball El- 
evator built for every 
requirement. 


Send for prices and new illustrated catalogue No. 6 


> INDEPENDENT IOCKCO,G® 


LEOMINSTER, MASS. U.S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 













K|MBALL BROS. 


COUNCIL BLUFFS. IOWA 
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“RIN CO” BATHROOM FIXTURES 


AMERICAN RING COMPANY 


Women buy them like they buy their hats 


Say what you will, a woman buys’ will add to the appearance of her 
Fixtures for her Bathroom on __ bathroom, and if its price is within 
much the same plan as she buys her _ the range she is willing to pay, she 
hats. If a Tumbler Holder or a — will buy it. 

Tooth Brush Rack pleases her by 


its appearance and evokes her ad- “Ringco” Bathroom Fixtures are first of 
miration. she will want it—for it 2! made to please the women by their 
cet handsome appearance. They are made 


in a number of equally attractive de- 
signs and are priced at figures which 
by no means discourage purchasing. 


From your standpoint they are good to 
sell, for they return exceptionally liberal 
profits and their solid brass construction 
makes friends and positive repeat busi- 
ness for you. 


It will be to your advantage to sell 
“Ringco” Bathroom Fixtures and the 
first step toward it is to interview your 
Jobber on the subject. 


Waterbury, Connecticut 


SoU 


— & 
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IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


BESSEMER AND BASIC 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


ee 
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IRON, STEEL, BRASS, BRONZE AND MONEL 


STEEL AND BRASS FINE WIRE 


MONEL WIRE 
STEEL WIRE 





STEEL AND BRASS SCRATCH 
BRUSH WIRE 





9 e 
RESISTANCE WIRE BRIDGEPORT. CONN. 





Representatives: 
George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 








MARES NE 2 se Sis MS A leh a 





68 





HARDWARE AGE January 31, 1924 





The 
ULTIMATE Wringer 


ANCHOR BRAND 


Best On Earth 


Warranted for Five Years 


LOVELL MFG. CO., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in 
the World 





























BOLTS, NUTS, WASHERS, 
RIVETS, PICKS, MATTOCKS, 
AND GRUB HOES, CROW BARS, 
WAGON FORGINGS, TELE- 

' ' PHONE AND TELEGRAPH 

The dealer who - I ardene 
Steel Cut Floor ao alana oe POLE LINE MATERIAL, ETC. 
tomers. SCREW RAILROAD SPIKES, 

And the carpenter who drives them can unhesitatingly TRACK BOLTS, BOAT SPIKES, 
say: “Those nails will hold and the floor won't split!” STEEL BARS, CONCRETE 
oat Gene REINFORCEMENT BARS 








Tremont Nail Company 
205 Lincoln Street, Boston 















































HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolu necessary to tear out all of your present shelving and install new modern equip 
ment. Install At This Time a small combination. After a few months when the additional profits from the first etaleeien 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 
Cabinet No. 606 Cabinet No. 605 Cabinet No. 602 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Size 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique Gfnish. 


EASY TO INSTALL, simply cut away enough of your 
present shelving so Combination No. 122 will fit in. 
It is not necessary to remove shelving By than 7 
Ne. sof inches as this will rest on top of Combination 


Change can be made after working hours with your 
regular sales . 


No interruption in your business and no confusion. 





Write TODAY for complete specifications and Catalog 
Cabinet No. 322 Cabinet No. 368 Cabinet No. 305 No. 26-A. 


Ww. C. HELLER & CO,., : - - MONTPELIER, OHIO 
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Your Jobber A 


Can Supply You 


Or 





In each line of products there is always 
a leading make. In the Hand Clamp 
field “Jorgensen” Peerless Adjustable 
ones are the leaders. If you firmly be- 
lieve in selling nothing but the best, you 
will sell them. 

Their details are perfection. Spindles 
are finest cold drawn steel to which glue 


2ensen 


mee + MARK 


19 PEERLESS 


Adjustable 





U S PAT OFF Hand Clamps 
cannot stick. Jaws are highest grade 
hard maple. They (the spindles) oper- 
ate twice as fast as wood models. 

Your Jobber will be able to tell you 
more about “Jorgensen” Peerless Ad- 
justable Hand Clamps. When he comes 
in again, ask him about them and you'll 
place an order. 





ADJUSTABLE CLAMP CO. 


~-(CHICAGO)~- 


SPRING HINGES 


Resist Wind Pressure 


The construction of 
this type of Spring 
Hinge is such that its 
two axes give the door, 
when closed, resistance 
against the wind. 


10 Sizses—2 Styles 
Adjustable—Non-Adjustable 


216 N. Jefferson St., Chicago, Ill. 











Some “‘Ad-vise”’ 


Mount your Vises and Tool Grinders on 
the same stand and place it where cus- 
tomers can see it—the more seeing it the 
bigger your sales will be. 


The Athol No. 644 Machinists’ Vise 
illustrated lends itself well to display, 
because of its fine appearance. It comes 
in 24%” to 5” jaw width and represents 
Athol Vise Quality in its best light. It 
is priced correctly, and is an invaluable 
maker of profit and good will. Ask 
your Jobber’s salesman for it. 


Athol Machine and Foundry Company 
Athol, Mass. 








This feature makes it 
very desirable for out- 
side doors and is worth 
mentioning to customers, 
especially at this season. 


Machinists’ Vise 


EPT.21912 
pec 23016 Swivel Jaw and Base 







But whether for /nside 
doors or Outside doors a 
type of Chicago Spring 
Hinge is made to give 
unfailing operation and 
maximum service. 





Type No. 2001 
Triplex Spring Hinge 


Send for Catalog H-309. 


Chicago Spring Hinge Compans, 
CHICAGO NEW YORK 

















MORE SALES FOR YOU 4 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
. best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
: freezers—and at a small cost. 

They sell on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent profits. 


The Blizzard is simpler in construction and a trifle cheaper, but sells as well as 
either the Lightning or Gem and should be ordered with either style to satisfy the 
dema 





We omnis placing your order early for shipment later, as you may direct. Be 
sure to include request for sales helps—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 























i 
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G-W Ice Tools for Every Purpose 


G-W ICE TOOLS are ay ta in all t aypee and for every 
purpose—for the large harvester, dairyman, butcher, 
creamery, hotel, restaurant, etc. 







A large and varied stock is always kept on hand for the 
benefit of hardware jobbers and dealers, from which your 
every requirement can be met with dispatch. 


Write today for our new Catalog No. 70, store display cards, 
prices, and liberal discounts. 


Main Office: 7 Hill Street, Hudson, New York 
New York Chicago Boston Pittsburgh 


“Ice King” Plow 
Made in ea variety 
of types and sizes 


to meet all require- 
ments. 


LONGER | Wy A JRE ~ = 


ICE HANDLING MACHINERY AnD TOOLS 














A Better Measure 


of business will be yours if 
you stock and display 


K&E 


MEASURING TAPES 


Their accuracy, durability and 
non-tarnishing ‘‘Ready-Read- 


J.M.Carpenter 
Taps and Dies 


The Best Mechanics insist on 
“Carpenter Quality” in Taps 
and Dies, because they are Uni- 
form, Precise, Durable—made 











ing” graduations make them 


popular with the building 


trades. 


Write for information regarding 
our handsome, golden oak 


DISPLAY TRAY 


which is furnished free of charge 
with an order for the assortment 
it contains. Helps keep your stock 
neat and increases your tape sales. 


Have You a Copy of Our Latest 
Trade Price-List? 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. 8. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 








of the Finest Steels. Favorites 
for Over Half a Century, they re- 


main the Favorites today. 





LOOK FOR THIS 


REGISTERED 
<RADE-MAp, 


Won. Heh 


PPV TILL 





SEND FOR CATALOG 


J. M. Carpenter Tap and Die Company 


Oldest Tap and Die makers in America 
PAWTUCKET RHODE ISLAND 














“IT’S MORE THAN JUST A RAKE” 


“OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 











January 31, 1924 HARDWARE AGE 71 















3. Wor 00y ace <S, 








‘< 


a SCREWS “© UPSET a 
%&, IRON. BRASS so oy 


Peomexeey 
Ss <Orony WS 





Incorporated 1904 


Continental Yoon SCREW co. 

























FORSTNER ARMSTRONG 
Labor Saving 


AUGER BIT PIPE CUTTERS 


Bores Any Arc 


of a Circle 












Equipped with either cutting 


Many wheels or rollers 
New Uses No. 1 : - 1,—114 in. 


The Forstner Auger Bit, un- 
like other bits, is guided by its No. 2 - m 1,—21, in 


circular rim instead of its center, 
consequently it will bore any arc of 


a circle, and can be guided in any se ia 1 ; 
direction regardless of grain or knots, No. 3 1, 4 in. 
leaving a true polished surface. Takes 
the _ of a — peruse, .““ Saas, 08 
lathe tool combine or core boxes, fine 
and delicate patterns, veneers, screen work, MADE BY 


scalloping, fancy scroll twist columns, newels, rib- 


bon nos and mortisin ’ 
Send for +a The Ar mstrong Mfg. Co. 


Factory and Main Office New York Office 


The PROGRESSIVE MFG. CO. BRIDGEPORT, CONN. 248 Canal Street 


TORRINGTON, CONN. 

















“You always come 
back to W. ROSE” 


; said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 

Agents Wm. Rose & Bros. <—_> 

106 to 110 Lafayette St. ° Sharon Hill, Pa. 


and 
New York No. 113. 542” Wide. 





No. 213. 6” Wide. 


Hilger Ltd. 
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CARY’S | 
Universal 
Box Strapping | 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent | 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint r asteners 


Cary’s swemanens Cutting a Saw 
t 





—in Sales of 
Colored Pencils 


iN kfaisde// The Orig baal 
Lien > Paper Pencil | 








ane thickness Tooth Fasteners are made of the best 
— Cold Rolled Strip Steel, insuri 
between first 7 - 4. fastener chat. will not ben 
. 


two perforations. 7? WS e driving. You will not find frac- 

; Sos capes between the corrugations. Speciat 

» effort is made to have the corragenens 

uniform so that they have equal draw- 
ing 

These fasteners are the only fasteners 

edge, the ps ed ge a ese and ms ae baie 

e, the patents, process and machines own ourselves. 

ade in various widths and corrugations, ee in coils wound 

von and left. 


This ts tmportant 
J Ne ) 
Blea 7 ‘sO0e ff * Sea Also Manufacturers of Steel Mats | 


PENCIL COMPANY A CARY MANUFACTURING CO. 


PHILADELPHIA — U.S.A. Va Manhattan Bridge Plaza Brooklyn, N. Y. 





























Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 


a —_} a rors '~ _ 








Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 


Size of Book, 7 x 10% inches ‘ When spark plugs are 










died sone it takes ~~ ood 

wrench to remove them. 

Hardware Age Verified List || }} We Sit cucramee’ sur 
OF WHOLESALERS AND RETAILERS a a The 2690:can be used co 
is indispensable in economic direct-by-mail somotion work cylinder head belts and 
and also a h 1 guide for salesmen's i. Every will get the two under 


the dash. Yeu can use 
it on water connections 
and other 


manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. 


$10.00, postpaid 


The most valuable mailing-list that it is possible to pro- Show this number 3620 to every Ford owner, 


it will make sales, show you a good profit 








cure anywhere at any price. and be a fast er. 
HARDWARE AGE WALDEN-WORCESTER 
(Verified List Department) incorporated 


239 West Thirty-ninth St. New York, N. Y. WORCESTER, MASSACHUSETTS 
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BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 
1 Gal. Cans 2.25 per gallon 
Ib 6“ 4“ 2.35 &< 6é 
% 6é a“ 2.45 cs 6é 
FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Outside White 
Lead and Zinc 90.00% 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50 % 
Japan Dryers 10.00% 
Solution 2.50% 


Analysis on each package 
We confine ourselves to one dealer in a City. 


Ask Us for More Information 


Progress Paint Mfg Co., Inc. 
Louisville, Ky. 








Townsend’s 
Wire Stretcher 


If you are not prepared to supply this 
stretcher to your trade you should look 
to your needs at once. Here is the orig- 
inal Townsend stretcher as made and 
sold for more than 30 years. It is the 
only successful and practical one-man 
woven wire stretcher made and is equally 
as practicable for plain, twisted or barbed 
wires. We are telling users about this 
tool in nine leading farm papers and you 
will surely have calls for it. If your 
jobber hasn’t it, write us direct. 


F. J. TOWNSEND 
PAINTED POST NEW YORK 








UNCLE SAM WASH BOILERS 


Charcoal Tin 
Wash Boiler 


Made in 3 grades 
and 2 sizes. No. - 
—1I3 x 11% x 22% 
nin. No. 10—13 = 
bere 12% x 23%. 





High grade charcoal 
tin dome tops of 
IXX tin, copper bot- 
tom. Red, white and 
blue lithographed 
label paper. 
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Riveted handles with 
washers on each 
rivet. 


You can be Proud 
to sell them 


Strengthen your assortment of household appli- 
ances, sell the well known and well established 
Uncle Sam Wash Boilers. 


They're essentially high grade, are made in copper in 
two grades, in charcoal tin with copper bottoms in 
three grades, in coke tin with copper bottoms in three 

ades, and in galvanized models in one grade. The 

ve a record of unusually long service, and their a 
white and blue wrapper makes their sale mostly a 
matter of ringing up the cash and delivering them. 
See “— — or write direct to us about Uncle Sam 
W ollers. 


STUBER & KUCK CO.; Peoria, Ill. 


| Manufacturers of Pieced Tinwear 











TITCHENER’S 


BATHWHITE 


REG. U.S. PAT. OFF 


FIXTURES 


KMatchless for Whiteness 








No. 1-D wall type soap dish with removable glass insert. 


SPECIAL FEBRUARY OFFER 


Speed up February Sales by taking advantage of Special 
February Low Price Offer on BATHWHITEH FIXTURES. 


Lowest prices ever offered the trade, good only during February, 
on assortments of fastest selling pieces in the line. 


Write TODAY for details. 


E .H.TITCHENER & CO. 


WIRE GOODS HEADQUARTERS 




















BINGHAMTON , N.Y. 
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the nails from slipping in driving. 
of strap do not cut the hands. 


Seattle 
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STANLEY 
BOX STRAPPING | 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
Round edges 


No, 3002 THE STANLEY WORKS 
—- New Britain, Conn. 
300 feet New York Chicago San Francisco 


Los Angeles 


Manufacturers of Wrought Hardware and Carpenters’ Tools 
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F ine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22“A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 














STAR 


HACK SAW 
Ce, 6 RLADES 
ie ‘with a reputation”’ 
Clemson Bros. Ine. 
FAUlddletown, N. HB. 















No. 15 Bag Set 
Includes @ Alien-pre- 
cess hesagon 

with “L’” hendle, ee- 
sembled in @ durable 
beg. Ai Att 
— spring 


= place when in use 
Sockete chamfer ed ‘fer 








ire 
age. List price,$1.56. 


ALLEN WRENCH SETS 


with cold-drawn sockets come in combinations covering 
every wren requirement of —— and car owners. 
Box Sets and ie Se ying all features of 

grade mechanics’ tools in the handiest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


THE ALLEN MFG. CO., {2{n$H54BON St 








ADJUSTABLE 
PIPE WRENCHES 


KEYC 








PATENT APPLIED FOR 


“Keystone quality... Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 

















— 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











_ ROCK ISLAND PISTON VISE 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
K ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 
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1885— 
Till Now 


our policy of reasonable 
prices, service and satis- 
faction has been in effect. 


On this policy our reputa- 
tion was built and on this 
policy it will be maintained; 
in the interest of our trade, 
present and prospective. 





Drawing Tables, Many have benefited by it, 
Boards, Scales, ° 
T Squares, Tre and found, in our goods, 


in our service, a complete 
satisfying of all their Draw- 
Catalog Free ing Material needs. 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


angles, Curves, 
Instruments, etc. 


Branches: 
Chicago New York 
New Qrieans Pittsburgh 


(33 Philadeiphia Washington 
San Francisco 


Factory: 
Chicago, Illinois 











; 





Chair 
Tips 





I inch 


No. 12. 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 





7% inch 


No. 13. 





























: bo “ee - 
mp e 

of Your Own ° 
If so you 
know the 
pleasures of 
cooking a 
meal in the 
open along 
the roadside, 
on the river 
or lake bank. 


HOW MANY 


in your trade 
territory go 
auto-touring, 
hunting or 
fishing? 





SowttrE.t 


includes a stov 
oven, pan an 
broiler, that fold 
| wp separately and 
pack together in 
« canvas 
bag. Convenient 
for carrying in 


auto, cance or 
boat. 


Each piece made 
of the best ma- 


Ev one of them is 
res be an easily made 





Stock a few for the coming outdoors 


your windows, or 

a lifetime. with your rting goods or auto ac- 

Write for Circulars cessory stock, and you'll say they beat 

and Trade selling most of the merchandise you 
Discounts handle. 


We make a complete line of CAMP 
GRIDS, STOVES and UTENSILS 


UNITED STEEL & WIRE CO. 
30 Fonda Ave. BATTLE CREEK, MICHIGAN 





























Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fen¢es in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 

Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 
Barbed Wire Plain Wire 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 





Chicago Memphis 
San Francisco 


New York 
Dallas 
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Double Needle--the Torch 
with the Cleaner Needle 


Modern low grade fuels tend to 
cleg the burner orifice. In trying 
to keep the gas orifice clear, many 
burners having sharp pointed 
needle are quickly ruined as the 
orifice becomes enlarged. The No. 
208 Improved Double Needle Torch 
has blunt needles which overcome 
this and practically all burner 
troubles. e upper needle has a 
wire tip that clears the gas orifice, 
thus securing a perfect fire. Double 
Needle Torches save time and fuel. 
Jobbers supply at factory prices. 
Write for a catalog. 


CLAYTON & LAMBERT MFG. CO. 
10619 Knodell Ave. 
Detroit, Mich., U. S. A. 





No. 208 Terch 
Ask for latest price 











G. F. Wright Steel & Wire Co. 


Manufacturers of 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











No. 101 


FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits produced by Soss Invisible 
Hinges are as good as the jobs they do 
for cabinet makers, furniture manufactur- 
ers, builders and carpenters. 

You have a ready market for Soss Invisible 
Hinges already created in your section. Let 
us send you a sample hinge and full infor- 
mation. Show the hinge to your customers, 
and you'll find how much they like it. 

A style and size for most requirements. 
Special finishes on request. 


SOSS MFG. CO. 
175 BERGEN ST. BKLYN., N. Y. 


iSO SS INVISIBLE 














HINGES 




























, ue * E NOX 99 : 
m| HACK SAWS-—BAND SAWS § 
i" : Ee : 
2° AMERICAN SAW & MFG. CO. " 
- SPRINGFIELD, MASS, U.S.A. " 
i 




















BURNLEY 


T he Soldering 
Paste that has 
satisfied cus- 
tomers for over 
2% years. 





TMA re 


3) 4 RS *. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


























CUSHION 
TIRE ° 














Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. {| 
Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- | 
tion. Erection as simple as A, B, C. Utilize 








small space. Make top shelves safely 
available for stock purposes. e 
F style—neat of design—nicely 
re ey height ceil- 

g- Thousands in 
ase. Circular on 
request. 



































Z LS | 














Give it the Emery Wheel Test 





Give Spaulding Hard Fibre the emery 

wheel test. Note how slowly it grinds 

down—its closely-knit, horn-like com- 

position that improves with age and 

outlasts the machine er product on 
which it is used. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 


400 N. Monticello A ve., Chicago, Lil. 
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—— 


Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 
netting, wire fences, 
steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 





Illustrated books describing uses, FREE 


AmericanSteel& Wire 


Chicago—New York Compeny: 














cuveererereeeess 
OTT Lint 








POTTPEPATteGe! “eNeaeeiaa tae 





all profes- 
sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 







DUDLGRISSRASISAGPRRTGRTASSURTOS EDC U DUD ODGRDRUERDSDQDORCEODSPLED DOSS ISR ISOR AEE \s : 







CUCUATGGGADIS TAO LATRRTCRDIEPORDOGICNEE EGR ARaeeeipiaie’’ . 





Koken Companies, St. Louis, U.S.A. 


Millions of People See This 


Advertising ‘Monthly in 
the Leading Magazines 















haw om ws show them 
eveovhere 1OF phi 
Moore Push-Pin Co. 

Weyne Junction Philedelphie 


STAPLBD STANDARD ARTICLES 
QUICK SALBS WHEREVER 
DISPLAYBD 


Send for Price List 


MOORE PUSH-PIN CO. 
Wayne Junction, Philadelphia, Ps. 








Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. 

Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 


——— 





Chicago 








MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance ef 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 











UR large list of repeat customers would 
easily convince you that Paine Toggle 
: : Bolts are recognized 
by users, both large 
and small, as_ the 
most practical and 
efficient toggles on 





the market. 
If you are not now 
using them it would 


pay you to investigate. 
Samples on request 


1742 W. Van Buren St. 
CHICAGO, ILL. 


The Paine Company 























LATHYARN, 
HAY and 
HIDE ROPE 


HALTERS and 
TIES 





Manufactured by 


E. T. RUGG & COMPANY 


NEWARK, OHIO 














PUMPS 


A Type for Every Service 
THE GOULDS MANUFACTURING COMPANY 


Seneca Falls, N. Y. 


GOULDS 
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Osborne High Grade Punches 








Besides Punches Our Line Includes: g 


=—— ss] 

A varied and attractive line for the Hardware Trade. Also: Leather Workers’, i anarael 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval ane 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 

Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











The best tackle 
the bes 


" Deohing. Jachle 


2 ABBEY 





] Identification as 
dealer in fishing tackle essential. 





Tit fou Sahay? 


& IMBRIE 


t- Divteton of Baker, Murray & Imbrée 
97 Chambers St., New York 











> (WILLIAM 


“BULL DOG” 
WRENCHES 






Made in 
many styles 
and sizes. 


J. H. Williams & Co. 
Brooklyn Buffaico Chicago 


Their teeth bite instantly and 
hold with a slipless grip. Round, 
Square, Hexagon, in fact every 
shape they get hold of. 


























Incandescent Lamps—A Complete Line 
CONSOLIDATED ELECTRIC 
LAMP CO 





Gana Incandescent Lamp patents.’’ 


American Can Company 


American Can 


Dowrtaswiny OF Tin Prarie SLACKS on © 


TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 























HE SELFSEAL 
"eed and Best 
9 gt.—$15.50 15 qt.—$20.00 
12 qt.— 17.50 _ f.0o.b. Jamaica 
” MPLETE--NO BXTRAB 
TAberal discount to trade 
SELFSEAL PRESSURE 
COOKER CO. JAMAICA, N. Y. 





PRESSURE He 


SILVER LAKE 


NET WEIGHTS 
Silver Lake Co., Newtonville, Mass. 


Wrentham, Mass. 
“They Have a 


Bull Dog-Grip”’ ——— 


Manufactured by 
U. S. Clothes whe Co. ms Seatostion, Vt. 


1015 Union me ‘ae ‘Pittsburgh, Pa. 





SASH CORD 


FULL LENGTHS 

















TACKS 
GEO. BAKER & wore 
BROCKTON, MASS. 





The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


| SAMPLE 
: 
/ 

















Freight Elevators 
‘and Dumbwaiters 
Write for 
our catalog 


Energy Elevator Company 
214 New St. Philadelphia, Pa. 











J. L. THOMPSON MFG CO. 


—- RIVETS = 





Easily first in the manufacture of 

effective tools for stone-working. 

Send for our catalogue—FREE. 
TROW & HOLDEN CO. 


Barre Vermont 


Waltham, Mass. 
Tubular and Bifurcated 

















Economy 
Hose monynpegrcen 
For connecting hose smooth 
fancets. Slips on and ‘oft easily. 
Economy Mts. Co. 


) . 5350 Germantown Ave. 
Philadelphia, Pa. 








BALE TIES 


Best 





|SCYTHES AXES 


Made—Prompt Shipment = . 1812. Axes simee 18986. 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








RIXFORD cast nigingste.ve. 













GENUINE MARTY TRAPS Isaac Church Expansion Bolt Co. 
CARPENTERS’ East Norwalk, Conn. 
2,000,000 Sold _CHALK ore 
Willinas c Special 
Williams Co. | | STANDARD CRAYON CO. AG 
eardinonaes sl Danvers, Mass. — 4 en Pat. Feb. 28, 1922 
: — aders in Expansion Bolt Designs for 35 Years. 


























ELEVATORS 


- Dumbwaiters 
for House, Store or oe 
Write oe particulars. State y 
requirements as to size, qupeaits 
and lift. 
The SIDNEY gy Sg Mfg.Ce. 
Sidney, Ohie 
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| GAMSON(CORDAGE WORKS | 


Same rat _ SASH CORD, CLOTHES 
BRAIDED CORDAGE (352 LINES, SMALL LINES 


AND COVTON TWINES (LS A b, EIC sew orcas } 


- BOSTON 

















Iron Fence, Gates . 

wn Vases 
Settees 

General Iron 


and Wire Work 
CHAIN-LINK 




















AAU 


THE STEWART IRON WORKS CO., 








WIRE FENCE 
Ask for Catalog 
Ine., 225 Stewart Block, Cincinnati, O. 








Makers of Every 
Kind of Screw, 
Nut and Bolt. 


CORBIN SCREW CORPORATION 


American Hardware Corp., Successor 


229 High Street New Britain, Conn. 











The first choice ot skilled mecha 











BROWN & SHARPE 


MACHINISTS’ TOOLS 


WE #tROTECT THE DEALER. 


BS BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


nies for three generations 

















SATELLITE 


Incandescent Lamps: 


A guaranteed Tigtees,  ~ of ey 
Tungsten, Nitrogen, Mill Type an 
Lamps that gives absolute satisfaction. 


BEDFORD LAMP WORKS, INC. 
22 Hudson Street, New York City 














HAND 


STRATTON MFG. CO., 











STEEL SHELVING 


In Warehouse Stock 
Ask Your Dealer 


David Lupton’s 
Sons Co. Philadelphia 














(eE\.. The. Mark of Quality’ 
ROME | | in Copper Utensils 
ary 


Sold through dealers for 30 years 





ROME MANUFACTURING CO. 
ROME, NEW YORK* 





S TRA TTO Plain or canal’ ‘in 


For Small Tools, Utensils, Electrical Goods, Etc. 


LES 


Stratton, Maine 








[‘H 





CHESTER 


BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 


CONN. 











information this year. 110 were 


them to you. 


HILL CLOTHES DRYER CO. 


a =~ ae District 
111 Murray St., New ‘Yom e City 


110 to ONE DEALER 
Over 2800 requests for Hill Clothes panes 
to one dealer, 81 to another. We'll refer 


39 CENTRAL ST., Worcester, Mass. 

















THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 


1000 MILITARY RD., BUFFALO, N. Y. 





58 YEARS AGO 


Priest’s pers were“ 
cones Hi Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 


quality. 


Nashua, N. H. 





American Shearer Mfg. Company = 











——— 


‘Doc. Morelite Says: Ry WS 
NITROGON Lamps 


and Make More Profit 


NITROGON ELECTRIC CO. 


NE WAR K ™N J 











U. S. E st oe BOLTS 





U. S. aan ne Bolt Co., 139 Franklin St., New York 


A Type 
for 


Every Job 











When hardware concerns want experienced help they 
Want a naturally turn to the “Positions Wanted” column of the busi- 
ness paper that dominates the hardware field. 


°° 9 . 
; That paper is HARDWARE AGE. When you want a posi- 
Position : tion—use the HARDWARE AGE Want Section. 




















8@ 





HARDWARE AGE 


portunity 








January 31, 1924 














RATES 


Set Solid: 

All Caps: 

Box Display: 
10% 


$3.00 for minimum of 50 words—é6c for each additional word 
$4.00 for minimum of 50 words—Sc for each additional rd 

$5.00 for 1 inch—$4.00 for each additional inch 
Discount for 4 insertione—15% Discount for 8 insertions 


Positions Wanted Advertisements—5S0% off the above rates 











Business Opportunities 


Help Wanted 


Positions Wanted 





= 5 TAMER 


Sales Accounts Wanted 





FOR SALE—GENERAL HARD- 
WARE BUSINESS in a rapidly 
owing manufacturing city of 120,- 
population; is located in exact 
center of retail district and was 
founded in 1872; clean, well bal- 
anced stock and up-to-date fixtures; 
sales 90% cash; stock will run about 
$40,000; owing to age and long ill- 
ness except opportunity ; 
no agents. Make me cash offer after 
investigating. Jos. A. Scott, 29 Oak 
Lane, Trenton, N. J. 





TYPEWRITERS—All makes of 
slightly used machines, $20 up. Easy 
ae payments if wanted. Free 
trial. Express prepaid. Guaranteed 
two years. Write today for price 
list. Payne Company, Department 
282, Rosedale Station, Kansas City, 
Kansas, 





FOR SALE: 12 blade, late model, 
ODELL Safety Razor Sharpener. 
10 extra blade holders. Machine in 

rfect condition. Owner has other 


interests that take » his time. 
Cost $377.00. The first $125.00 
cash takes it. Harry C. Hill, 617 


West 2nd Street, Hazelton, Pa. 





FOR SALE: MHardware Store. 
Clean stock and up-to-date. Cash 
trade. Established 25 years. Fire 


roof building. Town of 4000. 
in Pennsylvania. Twenty 
miles to mearest city. Industries 
always busy. No labor troubles. 
Selling reason, owner has other in- 
terests take his time. A real prop- 
osition. Address Box F-989, 
Flanpware Ace, New York. 


care 





For Sale: All our shelving, cases, 
drawers, 4 Myers rolling ladders 
and 120 ft. track, Wellston Revolv- 


ing Nail Bin. Must be sold at once. 
Willoughby Hardware Co. Wil 
loughby, Ohio. 





Wanted—To buy hardware busi- 
ness in the state of Maine. Will 
pay cash for right place. Write full 
description and price in first letter. 
Address Box F-1000, care Harp- 
ware AcE, New York. 


Qe 


Salesman Wanted—A_ growing 
hardware firm in a rapidly growing 
locality is in need of an outside man 
who can handle hardware, paint, 
etc. Must be steady, reliable and 
able to get the business. State age, 
experience and references. Address 
Box F-992, care Harpware AGE. 
New York. 





Traveling Sales Representative 
wanted to sell the well known and 
advertised line of Cannon Ball Doo: 
Hanger material and Garage Sets, 
Overland Wheeled goods and the 
Star Line of hardware specialties 
to the retail and department store 
trade in the New England sstates. 
Drawing account and expenses with 
opportunity to make a bonus. Hunt 

elm Ferris & Co., Industrial Bldg., 
Albany, N. Y. 





Wanted by a manufacturer of 
Tools for hardware trade a couple 
of experienced salesmen, each to 
take a territory of one, two or three 
states in the middle west to canvass 
and to sell to the retail trade well 
introduced articles but through the 
jobber to whom the order will be 
turned over. Address Box F-996, 
care Harpware Ace, New York. 





WANTED — HARDWARE 
SALESMAN FOR ROAD WORK. 
MUST BE_ OVER 25 YEARS OF 
AGE AND EXPERIENCE. A 
GOOD OPPORTUNITY FOR THE 
RIGHT MAN. ADDRESS BOX 
F-997, CARE HARDWARE AGE, 
NEW YORK. 


Salesman, age 30, married, wide 


sales experience covering jobbing, 
retail and direct-to-consumer_fiel 
in New England territory. Possess 


“brains,” ambition and ability to 
give reliable house high grade repre- 
sentation. Available at once due to 
making recent disposition of hold. 
ings in a partnership. Address Box 
ag care Harpware AGE, New 
ork. 


Sales Accounts Wanted 


MANUFACTURERS AGENT 
— Ree mong a a ae! ene 
retai rdware trade. personally 
call on the trade in a machine over 
the greater portion of Illinois, mak- 
ing all small towns. Have two very 
short high class items on commis- 
sion to old established trade in al- 
most every town. rnings are 
large, reputation the best, present 
companies for reference. Can de- 
liver you volume business and 
square deal service if you have a 
quality product. Box 235, Peoria, 
Lilinois. 











Manufacturers Agent covering 
wholesale, large retail hardware, de 
partment stores and automotive ac- 
cessories in Pennsylvania and New 
York States, desires exclusive sales 
right for real live lines. Must be 
lines which will give  satisfacto 
returns for an honest intelligent ef- 
fort. Unquestionable references fur. 
nished. Address Box F-947, care 
Harpware Ace, New York. 





Positions Wanted 





Salesman with initiative now 
employed wishes to become associ- 
ated with hardware manufacturer. 

ave an acquaintance among the 
hardware and auto accessory deal- 
ers in the West, South and South- 


west. Married; age 36. Address 
Box F-998, care Harpware AGE, 
New York. 





Fer Sale—Hardware store and 
Dwelling combined in central Penn- 
sylvania mining town catering to 
about 3000 people. No competition. 
Tinning and plumbing _ combined. 
Property is in A-1 condition with 
all conveniences. Property, tools 
and fixtures about $27,-000. Pros- 
pects for about 25 new houses this 
year. Address Box G-2, care Harp- 
ware AGE, New York. 





Fer Sale: General Hardware 
Business in town of 400 population. 
Doing business of $30,000 yearly 
in best trucking section of Eastern 
Shore. Nearest competition 12 miles 
away. Owner’s health will not 
longer permit staying indoors. Ad- 
dress: A. L. Seabrease, Mardela 


Springs, Md. 





Fer Sale: Am up to date hard. 
ware business. Located in a eee 
towa in Western New York. ew 
som for selling to settle an estate 
For rticulars write lock box 205 
Aone. Mew Yerk. 





HARDWARE AGE -has the 
quality circulation im_ the 


hardware field. 





Young man, 26 years old, wants 


sition in retail hardware store 
ix years’ experience. Can sell 
keep stock, do anything. Have had 


_— stove experience, also windew 
ecorating. eferences if desired 
Connecticut, New York, Pennsyl 
vania or New Jersey preferred. 
Address Box F-984, care Harpwarr 
Ace, New York. 





HARDWARE MERCHANTS, 
ATTENTION—Live wire hard: 
ware, houseware, plumbing and mill 
supplies man wants a position witb 
a concern that needs new life and 
ability. Fifteen years at the game. 
Can handle myself as well as others. 
Expert on stock yf sag eo Can 
ou use me? ew York, New 
ersey, Pennsylvania or Connecti 
cut preferred. ddress Box F-966 
care Harpware Acer, New York. 





Married man, 28 years old, wants 
position in retail hardware business 
Eight years’ experience. Can _ sel 
k stock, do anything. Some 
lumber experience. Want perma 
nent position. Central West pre 
ferred. Address Box F-950, care 
Harpware Ace, New York. 





LET US DISTRIBUTE YOUPR 
PRODUCTS TO THE NEW 
ENGLAND MARKET 


A manufacturer of an article ‘old 
to the New England wholesale hard- 
ware and woodenware trade during 
the Summer and Fall months, would 
like other lines to distribute, pref- 
erably those which have principa: 
demand during Winter and Spring 


Can offer service of selling, ware- 
housing, and truck delivery to Bos: 
ton, ituated within three miles 
of Boston, an ideal location for rail 
and water shipping facilities. Ad- 
dress Box F-990, care HARDWARE 
Ace, New York. 





General hardware and_ specialty 
salesman with fifteen years’ succes- 
ful road experience in Michigan de- 
sires connection with manufacturers 
of reliable hardware, sporting goods, 


furniture, housefurnishings, auto 
accessories, or electrical lines on 
commission basis. Address Box 
F-962, care Harpware Acre, New 


York. 





Sales Agency will soon open for 
business for the Southern California 
territory and would like factory 
representation of all kinds of hard- 
ware and furniture and_ kindred 
lines. Will have men calling on the 
trade regularly. Can give best of 
references. Address Box F-999, 


care Harpware Acer, New York. 





Manufacturers’ Agent wants to 
represent in Philadelphia territory 
a factory making a high grade line 
of merit that will repeat. mmis- 
sion hasis. Acgressive representa- 
tion iven. Address Box F-993, 
eare Harpware Ace, New York. 








_ Responsible selling organiza- 
tion invites correspondence from 
manufacturers of tools, hard- 
ware specialties, similar lines, 
desiring representation on the 
acific Coast., Competent also 
to take care of National or In- 
ternational distribution of 
Specific lines. Exclusive ew 
sentation only considesed. ef- 
erences exchanged. Address Box 
4, care Harpware Aceg, 320 
— Street, San Francisco, 
al. 














Salesman, 15 years’ experience 
selling the hardware and accessory 
jobbing trade desires a sales cennec- 
tion for Eastern territory, with head- 
quarters at Cleveland. Has been 
able to create a market for unknown 
concerns introducing new products 
Qualified to e sales. corre- 
spondence. _ Successful record as 
sales executive. Address Box W. T.., 
HARDWARE AGE, 538 Guardian Bidg., 
Cleveland, Ohio. 





Sales Representatives 
Wanted 


WANTED: Experienced hard 
ware salesman to _ represent well 
known line of hardware specialties 
in the following states: Michigan, 
Missouri, Kansas, Texas, iscon- 
sin and Philadelphia, going to the 
retail hardware and department store 
trade. In replying give State or 
States now covering as well as pre- 
vious experience and |e ence ine 
ou are representing. ddress Box 
von” care Harpware AcE, New 
ork, 








Established manufacturer wants. 
salesmen calling on hardware, house- 
furnishing and auto accessory trade, 
to handle new items as side line. 
Goods are high grade and something 
needed by everyone. Liberal com- 
mission, protected territory. State 
lines now handled and territory cov- 

. Address Box F-955, care 
Harpware Ace, New York. 





The Indiana Aluminum Ware 
Corporation, Elkart, Indiana, man- 
pfacturers of Aluminum cooking 
utensils, want a good live wire sales- 
man to carry their line exclusively 
and also six good side line salesmen 
—good territory and the right man 
can make big money. Must have 
close association with hardware, de- 
partment and furniture stores. Only 
experienced an considered. 
We also manufacture two styles of 
Electrical pereolators and prices are - 
right. Applications strictly confi. 
dential—give experience and refer. 
ences in first letter and state whether 
applying for exclusive or side line. 
Address Box F-914, care Harpwarer 
Ace, New York. 








SALESMEN desiring an _ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our BS apo! line 
of labor saving Magic! Weeder Hoes. 


Give full particulars as to age, ex- 
perience; line now sold, extent of 
territory covered, etc. Reiehard 


Mfg. Co., Bangor, Pa. 
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THE ADVERTISERS’ INDEX is published as a convenience and not as @ pert of the advertising contract. Every care will be taken to index correctly. 
. No allowance will be made for errors or failure to insert. 
a E L S 
Abbey & Imbrie............... 78 
Ace Hardware Mfg. Corp...... 56 | Economy Mfg. Co............... SB i Reewell Bie. Cea a... .....be..% 68 | Samson Cordage Works........ 79 
Adjustable Clamp Co.......... 69 | Elastic Tip Co................ 75 | Ludlow-Saylor Wire Co......... 65 | Selfseal Pressure Cooker Co.... 78 
Ole i Gs. gosh kcuurs fos <i 74| Energy Elevator Co............ 78 | Lupten’s Sons Co., David...... 79 | Sidney Elevator Mfg. Co... . 78 
, ER Ee ee 78 
Allith-Prouty Ce................ 62 
EE eee . 76 
Alter, Harry & Co............. 77 
Spaulding Fibre Co., Inc...... 76 
American Can Co.............. 78 
Standard Crayon — ee Oe 
American Chain Co............. + 
F M Stanley Works. . islaoead. 
American Ring Co.............. 67 
Starrett Company, se ‘8. ' a 
American Saw & Mfg. Co...... 76 ee Ceiiemse. Ge pe 
American Screw Co............ 59 | Fowler & Union Horse Nail Co. 79 | McKinney Mfg. Co............ 53 oe soe Siete: linen tie eect 
American Shearer Mfg. Co..... 79| Fraim Lock Co., E. T......... 62 | Milbradt Mfg. Co.............. 77 | Stratton Mfg. Co. oe 99 
American Steel & Wire Co...... 77 Moore Push Pin Co............ ad CP yr a re : 73 
American Wire Fabrics Corp.12-61 Myers & Brother Co., F. E.. . 64-76 ona 
Be Be. Gna cc ce od bs osc ece 58 
Armstrong Mfg. Co........... 71 
Athol Machine & Foundry Co... 69 G T 
Atkins & Co., E. C............ 5 
Gifford-Wood Co................ 70 N Thomson Mfg. Co., Judson L. 78 
Gillette Safety Razor Co....... 4 _ | Titchener & Co., E. H.......... 73 
Goulds Mfg. BAF Ce ee eee 77 National Mfg. (SACO phere, 18 Torrey Razor Co., (i oe 78 
B Greenfield Tap & Die Corp.... 4 Zewnses®, FB. J......... iad 73 
vk dt ccendasetess 64 
; Griffin Mfg. Co................ 65 | wusence Bisciric Co........... 79 Tremont Nail Co........ . 68 
Babcock Co., The W. W....... 1 North Bros. Mfg. Co............ eg | Trew & Helden Co...... + 78 
Baker & Sons, George......... 78 Tubular Rivet & Stud Co. 61 
Baur Bale Tie Co............. 78 
Bedford Lamp Wks............. 79 
Blaisdell Pencil Co............. 72 H U 
Besten Woven Hose & Rubber O 
ERR ge at ose ge le ee ee 68 , 
° Union Hardware Co... 3 
ae tomy gen paige id teat = an Cee Duper Sey, -..- ++ 79) Oliver Iron & Steel Co......... 68 | U. 8. Clothes Pin Co...... 78 
rooks ns, i 6 de «areata NS SEE ae a Ee 84 Osborne & Company, C. 8...... 78/0. S. Expansion Bolt Co..._.. 79 
Brown & Sharpe Mfg. Co...... 79 
United Steel & Wire Co., Inc... 75 
Burditt & Williams Co Su ceost ¢'@ 78 Universal Industrial Cerp 66 
Burnley Battery & Mfg. Co.... 76 ine. 
I 
Cc r Vv 
ES ee 66 
ieee aes Wire Co 19 | Paime Co..........-.-.----0 00s 77 | Vaughan & Bushnell Mfg. Co... 3 
Carpenter Tap & Die Co., J. M. 70 ean Mibiiaiiee .)* 2 Piqua Handle & Mfg. Co....... 70 cane pes 
I a a cicewscscéeses ee See Pittsburgh Steel Co........... 75 
Chatillon & Sons, John........ 11 Progressive Mfg. Co............ 71 Ww 
Chicago Solder Co.......... rr a Progress Paint Mfg. Co........ 73 
Chicago Spring Hinge Co...,.. 69 
Charch Exp. Bolt Co., Isaac... 78 J . Walden-Worcester Co., Inc. 72 
Clayton & Lambert Mfg. Co.... 76 Warren Mfg. Co., J. D.... 63 
Clemson Bros., Inc............. 74 Wausau Abrasives Co.......... 16 
Gees’ Ween Oe... '.......... q | Jennings Mfg. Co. Russell.... 72 R Wickwire Bros.................. 8 
Conselidated Electric Lamp Co. 78 Wickwire Spencer Steel Corp.i2-61 
Continental Wood Screw Co.... 71 Williams & Ce., J. H.......... 78 
Cerbin Serew Corp............ 79 Revere Rubber Co............. 63 | Winter Bros Co................ 78 
K Richards-Wilcox Mfg. Co....... 55 | Wright Steel & Wire Co., G. F. 76 
Rixford Mfg. Co............... 78 
D Robertson, Arthur R......... or 
Keuffel & Esser Co............ 70 | Rock Island Mfg. Co......... io y 
Keystone Mfg. Co.............. 74| Rome Mfg. Co............+... 79 
Diemer Mfg. Co., Geo. W....... 76 | Kimball Bros. Co.............., 66 | Rose & Brothers, Wm........... 71 
Dietegen Ce., Eugene.......... 75 | Koken Companies, Inc......... Us Bn We Gin: Ths “Bac & haa vcdevuss 77 | Yale & Towne Mfg. Co......... 6 














Sales Representatives 


Sales Representatives 
Wanted 


Sales Representatives 
Wanted 








to sell THE WEIGHT 
stl se RULE to machine and ~~ . 
hops. ».Write for circular: 
Hornyak-Kell ly Co., 620 South sist 
Street, Phila elphia. Pa. 


Wanted: Sales Representative for 
Philaddphia district including state 
ef Pennsylvania, New Jersey, Dela- 
ware om Maryland. We have a 
small fine of hardware such as fruit 
presees and combination pliers and 
can furnish good list of customers. 








Address Box F-991, care Harpwaarp 
Aer, New Yerk. 


Wanted--—Salesman to cover states 
from Denver west for one of the 
leading New England cutlery manu- 
facturers. Tell us about yourself 
in your letter. Address Box F-994, 
care Harpware Ace, New York. 





Wanted—Salesman to represent 
one of the oldest leading New Eng: 
land cutlery concerns in the South- 
west. Give all details in first letter. 
Address Box F-995, care Harpwarz 
Ace, New Yerk. 





SALESMEN: COVERING NEW 
YORK STATE, PENNSYLVANIA 
OR WESTERN STATES CALL- 
ING ON LARGE RETAIL HARD- 


BOX G 
AGE, NEW YOR 








Commission salesmen whe carry 
housefurnishing lines and who have 
the privelege of selling an additional! 
line, to handle a complete line ot 
gas ranges, porcelain ranges, steel 
ranges, heaters, cast iron ranges, 
cook stoves and hotel ranges. Old 
and well-known line made by one 
ef the oldest stove companies im 
America, Sectional state and ety 
territories open. Comsteck-Cestice 
Steve Co., Quimey, Il. 
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Here’s the kind of buying information 


you ll find in Hardware Buyers Catalog 





Every Dealer 
Has a Copy 





When you're buying you need catalog in- 
formation. Before you start digging for 
that catalog that’s “around somewhere,” 
look in Hardware Buyers Catalog & Di- 
rectory. , Many dealers tell us that the 
180 condensed catalogs in the book save 


them time and help them in buying. 


HARDWARE BUYERS 
CATALOG & DIRECTORY 


239 West 39th St. New York City 


January 31, 1924 
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a sore 


Standardization Spells Economy 


No. 6A 





y \ 
Interchangeability of Parts 


cAlll Si oy (Wheelbarrow Trays 
have standard hole punching so 
that any tray will fit any frame.. 
One size and style wheel for all 

Sterling wheelbarrows. The handles 
are bored alike and suitable for either 
right or left. One style leg fits all 
steel handled barrows, and one’ 


style For all wood handles 
Saves warehouse room and expense. 


By reason of Standard Component 
Parts a large stock of Sterl 

Wheelba Ses: can pa yn i, a 
comparatively small space. You 
ahd hate py, ter the annoyance 
of measuring and figuring to de. 
termine the required repair to 
order will welcome the wheel- 
barrow line which is Sona 
interchangeable and that is 


Sterling- 


Co ON ee te er te 




















nd 





Rladglizte, (Wheelbarrow ( Mhoaud CMs. 


Boston, New York, Chicago, Cleveland, Detrout. St. Louis 











CVE 
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BOSS OVENS 
BOSS STOVES 


WRITE FOR NEW CATALOG 
‘Che HUENEFELD CO. CINCINNATI, O. 














